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Tue Most ImMporTANT WorD IN THE 
ENGLISH LANGUAGE TopDaAy IS 


7 ‘ yr Y N 
SHRVICH 
ear i XPLOITING one’s patriotism or loyalty 
\ a to country for the purpose of advancing 
AIA pS one’s interests commercially, is to our 
SWZ : : 
Wee: ZS mind the poorest kind of taste and the 
SEG Se e > a 
Daze cheapest kind of publicity. 
We are of course mighty proud of the men who have gone from 
our organization to fight the battle of the world, but our imag- 


ination does not extend far enough to enable us to advance this as 
a logical reason why we should be given commercial preferment. 









However pleasant theorizing may be as an after dinner diversion, 
the business of the day following forces us to deal with conditions 
and facts as they actually exist. In order therefore to call your 
attention to fact No. 2, we are forced to mention fact No. 1 viz.: 
that the war has made heavy inroads on our selling organization. 
The second and most important fact to which we call your 
attention however, is this— 


WE INSIST UPON MAINTAINING SERVICE EVEN AT 
THE EXPENSE OF SALES 
The importance of machine accounting and the advantages 
accruing from the use of Kalamazoo Loose Leaf Devices are 
so well known as to preclude the necessity of argument in their 


favor. We therefore ask you to se// yourself, with the positive 
assurance from us that 


“ONCE SOLD ALWAYS SERVED’ 
KALAMAZOO LOOSE LEAF BINDER CoO. 


KALAMAZOO, MICHIGAN 
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F ANY person had sug- 

gested in a meeting of 
bank directors a year ago 
that the federal licensing 
system, born of war neces- 
sities, would disclose as time 
went on many points of 
contact with banking in- 
terests, he probably would 
have realized the truth of 
the old adage regarding 
the honors that come to a 
prophet. Skeptical auditors 
might well ask how a system of 
governmental supervision designed 
to prevent profiteering in foodstuffs would bear either 
direct or indirect relation to the activities of bankers. 
Furthermore, the popular conception at the outset was 
that regulation of trading by means of U. S. license 
was an expedient designed especially to curb mer- 
chants and prevent a runaway market in the case of 
necessities. 

As it turned out, of course, the small retail mer- 
chants comprise the one class of the business com- 
munity that is not directly amenable to the license 
system, although Uncle Sam has, in this self-same 
system, the means to discipline greedy storekeepers 
by reaching them over the shoulders of the jobbers 
and wholesalers. But even if the license system had 
been limited in its scope to the mercantile field it 
would nevertheless have had deep significance for 
bankers because in this sphere alone its influence 
has been all but revolutionary. Firms that had no 
accurate scientific knowledge of what it cost them 
to do business have, incident to the requirements of 
license reports, been compelled to go in for modern 
cost accounting. Business men who, in the old days, 
never kept books worthy of the name have started 
right at last, and best of all, hundreds of negligent 
and unsystematic merchants have been persuaded to 
adopt plans of inventory that will enable their bank- 
ers to obtain information they have long wanted but 
have found it impossible to obtain. 

More than this disclosure, though, of the influence 
of the license system upon wholesale and retail 
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merchandizing 
was the sig- 
nificance that 
attached as 
the full scope 
of the new 
instrument of 
federal control 
was revealed. 
It was dis- 
closed as ex- 
tending on the 
one hand to 
producers and 

importers, and on the other hand 
to bakers, hotel proprietors and the owners of cafes 
and restaurants. In short, this license system, which 
came into existence over night as one might say, 
has stood forth as a new and vital force in the 
entire business community. Obviously nothing that 
so concerns the trend and policies of the business 
world can be a matter of indifference to the banker, 
no matter whether he specializes on commercial 
accounts or on savings. 

Not only has the number of federal licensees— 
now approaching 200,o00o—astonished men of affairs 
who saw in this undertaking only one of the minor 
responsibilities of the war, but the breadth of its 
application has proved surprising. When first there 
was talk of placing the foodstuffs industry under 
license few persons foresaw that this arm of federal 
control would be stretched forth to embrace such 
distantly related commodities as fertilizer, coal and 
farm-operating equipment. Yet today we find all 
these under license and others coming. © 

Mention of the inclusion of the farm equipment 
industry—and that means trucks and tractors 
and silos as well as rakes and hoes — brings to 
mind a conspicuous example of how this federal 
license system makes its closest approach to the 
interests of bankers, namely, in its probe of credits. 
As our readers know, the vast majority of farm 
machines, vehicles, etc., are sold on time instead of 
for cash. However, on the face of things Uncle Sam 
in the role of policeman, under the license regulations, 
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would seem to have little concern 
with the terms on which a business 
man bought or sold goods so long 
as those terms were not conducive 
to hoarding or profiteering, preven- 
tion of which is the main object 
of the license system. 

It is just here, however, that we 
come upon an additional responsi- 
bility of the license system and one 
that, as has been said, seems to 
offer a valuable incidental service 
to the bankers of the country. 
According to the Act of Congress 
approved August 10, 1917, the 
administrative organization that 
is vested with food control is 
charged with the responsibility of 
encouraging the production, con- 
serving the supply and controlling 
the distribution of food products 
and fuel. It is in consequence of 
this that we find officials at Wash- 
ington growing as inquisitive as 
any banker could be regarding the 
stocks of goods in the hands of 
manufacturers and merchants, the 
material in reserve and other re- 
sources. To the same end we find 
questionnaires going out from the 
capital to tens of thousands of busi- 
ness men asking regarding their 
profit-and-loss accounts for several 
years back; inquiring as to the 
time given for payment in trans- 
actions between 
retailers and manu- 
facturers or jobbers; 
cross-examining mer- 
chants as to whether 
sales to farmers are 
made on longer or 
shorter terms than in 
former years. Need- 
less to say, such 
surveys will yield 
authoritative infor- 
mation (for there are 
heavy penalties for 
untruthful answers) 
that should prove 
of tangible value to 
bankers in whatever 
form it may ulti- 
mately be translated 
to them. 

Judging from the 
correspondence 


passing over the desks of the 
officials at Washington it seems to 
me that this license system is 
bound to prove a blessing to the 
entire banking profession if it does 
no more than inculcate better busi- 
ness principles in great numbers of 
tradesmen who in the past have 
been lax or negligent in bookkeep- 
ing, record and filing work, and 
indeed in all the details that make 
for systematic office routine. By 
this new turn of affairs, Uncle Sam 
is doing, with a touch of authority, 
an educational work the need of 
wich has long been recognized by 
all bankers, but the very propor- 
tions of which have been so formid- 
able as to prove discouraging. In 
the administration of the license 
system federal accountants 

are auditing or inspecting 














the books of concerns that E 
never before let an expert —= = 
Se — 


have a peep at their chaotic 
accounts, and incidental 

to their inspection duties these 
government officials have bound- 
less opportunities for constructive 
“missionary work.” 

Just by way of illustration of the 
seemingly unrelated ways in which 
the governmental licensing author- 
ity is smoothing the path of the 
bankers it may be noted that a 
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A United States government expert (Prof George 
E. Farrell) testing foods put up under federal license 


recent ruling at Washington was 
designed specifically to aid mer- 
chants who have been in doubt 
whether, in a feverish market such 
as is likely to prevail in war time, 
they should base their selling 
prices on actual cost or on replace- 
ment value. As our 
readers appreciate, 
nothing is better 
calculated to irritate 
a banker than a 
statement in which 
the applicant for a 
loan has wittingly or 
unwittingly juggled 
cost price and market 
value in his inventory 
} items. In setting it 
down in black and 


Abs iS EX ORESS COMPANY white that selling on 





Shipping poultry, eggs and like products under federal license 
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replacement value is 
ethical only where 
immediate replace- 
ment iscontemplated 
and where the same 
basis will be observed 
in a falling market 
as in a rising mar- 
ket, Uncle Sam has 


oy 
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performed one of those typical 
services incident to the licensing 
program that seems certain to 
lighten the loads on the shoulders 
of many bankers. 

That the federal licensing ma- 
chinery has worked as smoothly 
as it has isanine-months’ wonder 
to many American executives of 
considerable experience. At the 
outset many persons accustomed 
to dealing with the members of 
the business community believed 
that with our democratic govern- 
ment and the popular idea of con- 
stitutional privileges it would be 
difficult if not impossible to dictate 
to producers and distributors the 
manner in which their products 
should be handled. However such 
was the arousal of patriotic senti- 
ment and such the realization of 
the stern necessities of war that 
the new plan of control was 
accepted in good part by the 
majority of those effected. 

Each step in the development of 
the licensing system has taken the 
form of a proclamation issued by 
the President of the United States 
placing under federal license some 
specified class or group of produc- 
ers or distributors or interests en- 
gaged in the handling of storage 
of “‘necessaries.’ It is worthy of 
note in this connection that the 
President is specifically 
authorized by law to pre- 
scribe the requirements 
for systems of accounts 
and auditing of accounts 
to be kept by licensees 
and the submission of 
reports by them. It is 
optional with the author- 
ity at Washington to call 
upon any licensee for either 
regular reports 
at stated inter- 
valsor forspecial 
reports upon de- 
mand covering 
specific phases 
of his business 3 
activities. Prob- ° 
ably it is the 
knowledge of 
the possible 
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demand, always hanging over his 
head, that Uncle Sam be taken into 
confidence regarding all the details 
of the business, that has impelled 
many an unmethodical business 
man to reform and institute a 
system calculated to cause his 
banker to heave a sigh of relief. 

The first presidential proclama- 
tion, or the one that laid the foun- 
dation stone for our war-time 
license structure, was issued Aug- 
ust 14, 1917, and placed under 
license all elevators and ware- 
houses handling wheat and rye, 
and manufacturers of the deriva- 
tive products of wheat and rye. 
Approximately 22,000 licenses were 
issued under this proclamation. 
The second proclamation licensed 
manufacturers and refiners of 
sugar, and the manufacturers of 
sugar syrups and molasses. There 
were about 450 of these licenses 
issued. 

Then, in October of last year, 
came the third presidential procla- 
mation, one so broad of scope that 
it embraced practically all manu- 
facturers and wholesalers of the 
staples that go to make up the 
daily diet of the American people. 
Incidentally the operators of cold 
storage warehouses were brought 
within the federal license fold. 


Later in the year there was a new 
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departure that attracted much 
attention from the public—namely, 
the placing of bakers under license. 
At the outset a license was required 
of every baker who used more than 
ten barrels of flour and meal per 
month, and later this limit was 
lowered to three barrels. Approx- 
imately 34,000 bakers have been 
granted licenses. 

Uncle Sam began the year 1918 
by spreading his license mantle 
over dealers in feed. Following 
the feed men in the draft into the 
army of licensees came the whole 
contingent of salt water fishermen, 
the manufacturers of macaroni, 
spaghetti, etc., dealers in green 
coffee and other contributors to 
our national menu. Just here it 
may be added that discretion has 
had to be exercised in preparing the 
blanks or forms on which applica- 
tions for license are to be made. 
For instance, it was realized that 
many salt water fishermen—that 
is, the small operators—are wholly 
unfamiliar with schedules of this 
character, and so the questions 
that make up that application are 
simplicity itself and phrased in 
words of one syllable, as one might 
say. 

In May of this year, further 
extensive additions were made to 
the roster of American business 
activities under license. 
The canners who were 
already under license were 
joined by the packers of 
salmon and tuna fish, and 
the manufacturers of soft 
drinks and the various 
brands of “near beer” 
were put under the watch- 
ful eye of the food admin- 
istration officials. When 
all shippers of poultry and 
eggs were made subject 
to license, applications 
poured into Washington 
at the rate of one thou- 
sand a day, and several 
thousand licenses have 
been issued to makers 
and purveyors of the 
various classes of farm 
equipment, a designation 
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so broad that it includes everything 
from garden tools to tanks. Inci- 
dentally there may be more than 
passing significance for bankers 
and the other guardians of big and 
little business in the fact that this 
license system may be the means in 
the end of leading Uncle Sam to 
establish some standards for “‘deal- 
er service. Many farmers have 
at one time or another complained 
to the government that they were 
hampered in the production of 
foodstuffs because the local mer- 
chants did not display as much 
energy as they 
think they might 
in procuring 
needed repair 
parts. Accord- 
ingly, the gov- 
ernment, in 
poking into this 
subject, is de- 
voting very def- 
inite and special 
attention to the 
question of 
whether mer- 
chants carry full 
stocks of repair 
parts and really 
give the ‘'ser- 
vice’ that is 
often cited in 
justification 
of a margin 
of profit wider 
than normal. 


The steps necessary in connec- 
tion with licensing are neither 
numerous nor intricate. The pros- 
pective licensee, upon reading in 
the newspapers or his trade jour- 
nals the President's proclamation 
summoning men in his line to take 
out licenses, writes to the License 
Division of the U. S. Food Admin- 
istration, Washington, D. C., re- 
questing alicense. He is promptly 
sent a license application form, 
unless, as sometimes happens, it is 
evident that a license will not be 
necessary in hiscase. These forms 
when returned are examined by a 
corps of application readers. Any 
that are found to be defective are 
returned for correction. When an 


application is found to be correctly 
filled, the applicant's license is 
issued to him—without charge, of 
course. Immediately: upon the 
issuance of the license the name of 
the licensee and his license number 
are card indexed and a duplicate 
card is sent to the federal food 
administrator or fuel administrator 
in the state where the business is 
carried on. A licensee may, if he 
desires, print his license number on 
his stationery, but he is not re- 
quired to do this. 

A corps of field inspectors is 





A United States government inspector investigating the 
use of sugar in a bakery and confectionery factory 


constantly checking up the busi- 
ness activities of licensees, whereas 
other censors scrutinize the weekly, 
monthly, quarterly or call reports 
returned by licensees according to 
the nature of the business. [If it is 
found that a licensee is violating 
the provisions of the food control 
act or the rulings made in Washing- 
ton he is called upon for an explana- 
tion at a hearing held usually in the 
district where the violation 
occurred. If it is found that there 
are extenuating circumstances or 
that it can be proved that the 
violation was the result of igno- 
rance of the law or because of 
confusion in understanding it, the 
violator may be warned, and if the 
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offense is not too flagrant may be 
told to go on his way and violate 
no more. 

Where, however, there is re- 
vealed a willful disregard or a 
studied evasion of the federal rules 
and regulations governing food or 
fuel, the violator’s license may be 
suspended or revoked, which means 
that he must close his business for 
whatever length of time the offi- 
cials deem equitable punishment— 
or, mayhap, must close out entirely. 
In any event a slacker in the food 
or fuel field is very likely to be 
called upon to 
donate to the 
American Red 
Cross a sum 
equivalent tothe 
illegal profits 
which the inves- 
tigators from 
Washington 
conclude that 
he has taken. 
Fines in the form 
of Red Cross 
donations 
mounting to five 
figures have 
been imposed in 
certain cases. 
Generally speak- 
ing, however, 
the number of 
willful violators 
has been small 
and the federal 
authorities have been called upon 
to deal summarily with only an 
insignificant percentage of the 
whole number of licensees. 

To the banker who has given 
but superficial attention to the 
workings of this formidable new 
licensing system it may appear 
especially complex because of a 
division of jurisdiction. The pub- 
lic is wont to think of the licens- 
ing system as an offshoot of the 
U. S. Food Administration, and so 
it is in so far as the issuance of the 
licenses is concerned. However, 
the administration of the system 
together with the making of rulings 
as to what constitutes allowable 
profits, what is denounceable as 
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T HAS been conceded down 

through the ages that for sheer 
agony a horse bite has everything 
frozen to the bottom of the stein. 
In the outlying districts, however, 
for the last generation or so a new 
agony has developed. It is the 
pain a man suffers when he is 
unexpectedly requested to pay 
“exchange. ” 

As is well known, a country bank 
unencumbered by any clearing 
house rules but its own often pre- 
sents to a newcomer its exchange 
service as bait to catch a new 
account. Such was the policy 
in the bank where John worked. 

One day one of these prospects 
presented himself at John’s wicket, 
and the time had long elapsed 
when he should have come to the 
altar. Steps had been taken to 
acquaint him with the facts that 
the bank could not supply his 
remittances free rides for time out 
of mind. 

The man pushed in a wad of 
bills and demanded a draft on a 
distant point. 

“That will cost ten cents,” an- 
nounced John. 

“Give me my money back!” 
choked the man. 

“It costs for money to ride just 


as it does for a person,” explained 
John. 

















By ‘““FREDERIC ST. VRAIN’’ 


The man snorted till his ears 
vibrated. 

“You might try the post office 
or the express office,” was John’s 
kindly advice, well knowing the 
rate was higher at both places. 

But the man had already learned 
that these two institutions have a 
hard and fast rule never to give 
something for nothing. He was 
full of gloom, but almost instantly 
began to see a light—a red one. 
Lowering his head he dashed out 





It seemed as though the lights had gone 
out in six states 
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to the street, nearly horning one 
of the bank’s directors coming in. 

The riot act wasread three times 
for the director. But the director 
knew nothing about “exchange.” 
That was one of the very reasons 
why he and his associates hired an 
exchange absorber, sometimescalled 
a cashier. 

Nevertheless, the affair ran into 
a dress parade with the whole 
board. Mightily they struggled 
with the problem of “‘exchange,”’ 
but when John returned to the 
wicket things were right where 
they were an hour before. 

This off-key yelp in the solemn 
hymn of banking had horned the 
welkin in the spring of the year. 
The directors, with the exchange 
problem lassoed, looked at one 
another for something to talk 
about. It came with a swish and 
a crash. 

Now it happened the little Gi- 
braltar of Finance wherein they sat 
nestled beside a block which ran 
into the air full three stories higher 
than the bank roof. At this time 
of the year there was a steady and 
musical rumble on the bank’s tin 
roof from the melting ice high on 
the shingles three stories above. 
It came to pass on this balmy 
afternoon that a cake of ice the 
size of a gondola squeaked uneasily 
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and suddenly dropped from its 
four-story residence. 

When it alighted on the tin roof 
a few feet above the heads of the 
directors it seemed as though the 
lights had gone out in six states. 
John was that surprised he dug 
his spencerian clear to the withers 
in the solid yellow sheets of the 
ledger, where it stayed shivering 
like a Sioux arrow shaft. 

A director came out of the back 
room like a cork from a hot vichy 
bottle and dodged through the 
front office with the cunning of a 
halfback hunting a hard-earned 
hole in the line. Even though the 
man had passed like the shadow of 
a ghost, John’s quick eye recog- 
nized him. 

John sat very still for a moment. 
Then he slid off his stool. “We'll 
let it be a day of disasters,’ he 
smiled, “I'll touch ‘um for a raiseé— 
the only one to be sure to vote 
‘no has left.” Arguments for 
success crowded one another's heels 
in John’s mind. The directors, 
being already numb, couldn't be 
shocked into further numbness; 
then, too, John could prove the 
building was as dangerous to work 
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A director came out of the back room like a cork from a hot vichy bottle 






in as a powder 
factory, and the 
directors being in 
an abnormal state 
might do some- 
thing abnormal. 

By the time John 
put his head in the 
door to count the 
dead and aid the 
wounded one of 
the board had 


“come to’ but was back-firing 
badly. 
He looked around at John. 


‘Son,’ said he, pathetically, ‘I 
have to do the cussing for the 
whole board.” 

John smiled his sympathy and 
nailed him for the raise on the spot, 
and with a worried glance at the 
loose plastering on the table, 
backed out. 

This second blow acted as a 
stimulant to some while it stupe- 
fied others. Meanwhile the nim- 
ble-footed director returned. In 
fancy John could see him jam 
down the foot brake and reach for 
the emergency when the obstruc- 
tion in the road was pointed out. 

Presently the whole board filed 
out and on the way Nimble- 
Foot stopped and told John he 
didn’t think his request would go 
through. 

The suggestion caused John not 
a heart throb. It simply set him 
to day dreaming. There had been 
times when in enthusiastic spurts 
he had grubbed through banking 
acts. Once hecame 
across a place where 
it said if three- 
quarters of the 
stockholders of 
said institution 
would vote to 
liquidate they 
could pull out and 
cause the other 
one-quarter to trail 
along behind them. 
With this thought 
in mind John 
fancied he had 
married a one hun- 
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He filled out a stock certificate in his own name, 
and while the board in solemn council sat— 


dred thousand dollar widow with- 
out a relative. 

John’s brain began to throb 
with the horse power of a fiction 
writer. He killed off the widow 
on the wedding trip the day after 
she had handed over the swag in 
goldbacks. After the funeral John 
hired one of the motor cars and 
began a systematic search among 
the stockholders of the bank. They 
were shy natives but in their veins 
ran the blood of horse traders. 
With great labor and sorrow, one 
by one, the stockholders parted 
with the only bricks of solid gold 
they had ever known and John had 
just one share more than three- 
quarters of the capital of the bank, 
but he didn’t transfer it to his 
name on the stock ledger. John 
wanted to prolong his secret joy. 
“T'Il let her run till the meeting to 
declare the July dividend,’ dreamed 
John, ‘and then—Oh boy!” 

And so John’s fancy ran on till 
it encountered the meeting in June. 
On that day he filled out a stock 
certificate in his own name and 
while the board in solemn council 
sat he carried it in and laid it be- 
fore the president for his signature. 

The president's eyes rolled down- 
ward and his back hair rose up. 
John bent a “Wild Bill’ Hart face 
on the man. “You've got to do 
it,’ croaked John. 

The other directors - bumped 
heads over the certificate as it 
lay flattened on the table before 
the president, and they spoke in 
whispers when they read the num- 
ber of shares. 

“Now boys,” said John, “we're 
going to have a_ stockholders’ 
meeting right early to vote the 


(Continued on page 28) 












LITHOUGH sos 
all shrewd  — 
bankers do not 
come from one 
state in the 
Union, by any 
means, yet all 
are usually 
found in one 
state of mind, 
which is graphi- 
cally described 
as “being from 
Missouri’ and 
“needing to be 
shown.” 
This article 
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Fig. 5. Sub-budget quota for production division; methods of recording quota in units 
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activities may 
be charted and 
budgeted, the 
manufacturer, 
jobber and re- 
tailer may also 
safely acknowl- 
edge that they 
are ‘all in the 
same boat,” if 
not strictly the 
same class, so 
far as plans and 
principles go. 
In any busi- 
ness, one divi- 





sion may 
will aim tocover transcend 
some necessaty Forms, Charts and Methods by Which the ancther in im- 
fundamentals ? ‘ : portance and, 
which were not Banker May Systemize His Own Business therefore, the 
covered in the 


first article on Business Budgets, 
and which are necessary to show how 
the budget system is applicable to 
the typical business (covering all 
trades and divisions). In particu- 
lar, it will demonstrate to the 
banker how the principle as a whole 
applies to his business, equally 
with that of the manufacturer, 
jobber and retailer, of commerce 
practically all of whose functions 
are embodied in the up-to-date 
banking business. 

The business, trade or profession 
which cannot profitably employ 
the budget principle and system 
(even to the activities of the home) 
is one that the writer has yet to 
analyze. Therefore, the present 
discussions should be equally inter- 
esting to the executives of all busi- 
nesses. 

Fundamentally, all businesses 
are so nearly alike as to defy dis- 
covery of essential differences by 
an impartial judgment, from out- 
side of the trades or professions 
analyzed. 

A manufacturer may say, “The 
principles upon which my business 
is founded are entirely different 





By PARK MATHEWSON 


Counsel on Business Finance Management 
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New York 





pitoR'’s Note: This is the second of two 

articles on budget systems prepared for 
The Burroughs Clearing House by Mr. 
Mathewson. The first, entitled ‘‘The Banker 
and Business Budgets,’ appeared in the 
August issue. 





from those of the wholesaler or 
retailer.’ The jobber is apt to 
take the same stand as the manu- 
facturer or retailer; and the retailer, 
the same position as to the other 
two. 

Only an occasional banker still 
argues that he is in a class by him- 
self; as many hold the view that a 
bank is also a merchandising estab- 
lishment, very much as are the 
others, with its materials (money 
and securities) to be bought by its 
production department, while it 
has the same materials to market 
and administer in different form or 
amounts. 

As the banker is beginning to see 
his “business” in a similar light to 
others and acknowledge that his 
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budget should 

show the proper relations of each. 
If in a banker's business, the 
“production” division is not as 
important or expensive as_ the 
“marketing” or “administrative,” 
these conditions will be clearly 
brought out in the sub-budgets and 
master-budgets. It may need care- 
ful analysis and judgment as to the 
correct division in which to place 


. each activity, employee or expense, 


but when properly placed the 
results of the year (as well as past 
years) will show in their true light 
the relative importance, as well as 
expense, of each division and the 
results and comparisons of the year 
in that particular business. 

In a banking business the mar- 
keting division is a Very important 
one, as it must needs “'sell the 
bank” to all clients. It may be 
that the reputation, the service, 
the directors’ names or the wealth 
of the institution are its best selling 
arguments, and it is the part of the 
marketing department to use them 
and assume the expense of carrying 
these elements of its marketing 
organization or department. 

The administrative end of a 
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banking institution is often con- 
sidered by far the most important 
and expensive division of the bank's 
activities; yet, on analysis, it may 
be found that many of the activi- 
ties and expenses attributed to the 
administration of its affairs, can 
more properly be placed in the 
division of production or market- 
ing of the money or “goods’’ of the 
bank. 

It has, therefore, been found 
necessary in demarking the -divi- 
sions and segregating the activities 
and expenses of a bank for its 
budgeting to analyze thoroughly 
each function. Its results and 
expenses must be considered care- 
fully to insure putting it in the 
proper one of the fundamental 
divisions of the budget, those of 
production, marketing or adminis- 
tration. Although demanding keen 
perception and sense of proportion, 
it is not essentially more difficult 
in a banking business than the 
separation of the same elements of 
a business devoted to manufactur- 
ing or merchandising of a more 
commonly accepted type. 


The first point that any banker 
who is studying the budget system 
should understand in its applica- 
tion to his own business, as well as 


and having 
such executive get all available 
data, and, if possible, study plans 
in operation, either in person or 
through consultation with an ac- 
countant or expert who has thor- 
oughly analyzed and become 
familiar with such plans. 

The first step is the determina- 
tion of the gross business to be pro- 
duced in the ensuing year or period 
and the ability of the three divisions 
to handle it in the production, 
marketing and administrating, in 
co-ordinating and covering their 
‘‘quota’’ to measure up to the pro- 
duction quota budget summary, as 


PRODUCTION MARKETING 


Months. 


t Acteal 


Totels 








illustrated in the previous article 
(Figure 1). 

In this first step, each division— 
production, marketing, and admin- 
istrative—must consider carefully 
its own limitations and needs as a 
part of the general whole, so that 
after careful consultation and com- 
parison they can all agree to do 
their bit and deliver their “quota.” 
(See figure 5, sub-budget quota for 
production division, showing how 
its quota is recorded in units.) 
Here begins the valuable team- 
work for the accomplishment of the 
agreed-upon budget, which proves 
so valuable in welding together the 
organization as a whole. 


After the decision as to how 
much gross business or how many 
“sales dollars’ the organization is 
determined to handle in the next 
fiscal year, the second important 
step is the consideration of how 
much it is going to cost each divi- 
sion to handle such a volume of 
business or, in other words, how 
many pennies in each dollar of 
sales or in each dollar of gross 
revenue (if the latter is to be used 
on the expense budget rather than 
gross business done), each division 
will spend to accomplish the budg- 
eted business to be done. 

This apportionment of each dol- 
lar of revenue so that the pennies 
will be fairly and equitably dis- 
tributed among the divisions and 
that a reasonable residue be left 
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Fig. 6. Master expense budget, showing expenses of all divisions for the year 
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from each dollar, on the right side 
of the profit and the loss account 
for the year, is a most interesting 
study and a nice problem to decide. 

Each division estimates the cost 
of handling its quota, and then 
this estimate is usually revised 
and sometimes cut considerably 
to co-ordinate properly and total 
up with the other quotas, so that 
the pennies of the dollar to be 
allotted to all divisions will total 
up to less than 100 cents and will 
show those coveted pennies of 
profit which all divisions learn to 
appreciate and strive to save for 
the whole, rather than to -desire 
them for expenditure by their de- 
partment. 

As the illustrative forms and 
charts in the last article were taken 
from actual operation of a mer- 
cantile establishment, those in 
this article will be kept to the same 
class of illustration, to form a con- 
secutive series of figures. Bankers 
will only have to substitute their 
own corresponding productive, 


divisions and sub-divisions in 
operations and in accounts, to see 
clearly their proper application of 
same to their activities. 

Table X is an illustration of how 
a first budget of a manufacturer 
is sub-divided and the total pennies 
allotted to each division and how 
each, in turn, subdivides its allot- 
ments down as far as desired to 
show details. Thus each unit or 
division not only can readily find 
what part of each dollar of busi- 
ness done is given to it to use or 
save, but can ascertain its lump 
appropriation for the whole or any 
portion of the year. 

After each department has 
worked out its estimated costs 
from previous years’ figures and 
expected sales total for period to 
be budgeted, these estimates are 
brought together in the tentative 
general budget and are thoroughly 
gone over in ‘conference. 

Column 4 of Table X illustrates 
such a tentative budget, as it 
appears as first constituted, when 














marketing and administrative each division has submitted its 
, estimated 
nine th deiiiee needs of the 
ALE X proportion of 
TYPICAL BUDGET DIVISIONS OF A SALES DOLLAR the sales dol- 
VARIOUS DIVISIONS AND SUB-DIVISIONS OF A BUSINESS lar. It will be 
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\ Fin. Mat. .1478 SS lanl 
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| Brokers .0154 Th 
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\ Material 0111 4 
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| ( Office Expense .0688 { Expense 0143 discussion, 
| \ Salaries 0545 comparison 
Adminis- Ex. Expense .0446 | Active .0314 and revision 
istrative .1297 | \ Supervising .0132 I the fi : 
Int. & Dis. — .0163 { Current 0112 until the fg- 
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Net Profit .0662 0662 0662 division are 
agreed upon 
| Sales Dollar $1.00 Total $1.00 Total $1.00 as in Column 
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TABLE XX 
PER CENT AND TOTAL OF 
SALES EACH MONTH 

January__.._ 6.95% $ 38,229.46 
February... .7/35 41,487.27 
March._... 8.54 43,204.25 
Agr... ... 7.00 39,551.69 
Moc 5.54 31,270.60 
(Se 4.76 26,867.95 
y.,.....-- 3.83 21,618.55 
August_____ 9.03 50,970.09 
September__ 11.36 64,121.86 
October____ 12.48 70,443.68 
November__ 12.80 72,249.94 
December__ 10.36 58,447.30 
100.00% $564,452.69 




















the total amounts: of -all the final 
allotments of the sales dollar to 
each department is the total esti- 
mated operating expense for each 
sales dollar or dollar of gross busi- 
ness, and the difference between 
such total and 100 shows the esti- 
mated profit or loss on each sales 
dollar of the proposed or budgeted 
quota. 

Each department can thus 
plainly see its share of the dollar 
and how much each penny added 
or deducted means to the profit or 
loss column of the business. 

After getting the final number of 
“pennies that each department 
may spend out of each sales dollar, 
the total “lump” cost of each 
department is easily ascertained 
as follows: 

Multiply the total dollars of 
proposed or budgeted sales by the 
fraction of each dollar allotted to 
each department. 

For instance, on $800,000 pro- 
posed gross sales, if administration 
costs eleven and seven-tenths cents 
(.117), the lump sum appropriated 
for administration would be $800,- 
000 X .117 =$Q2,200. 

‘This will be its “lump sum” 
appropriation, which will have to 
be provided for to cover adminis- 
trative expense, to cover budgeted 
sales. 

Of course, the principle is the 
same (whether the business is 
budgeted or gauged by “rule of 
thumb’’), that, unless the sales 
keep up to the expected amount, 
production and expense will have 
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to be curtailed accordingly, or a 
surplus of goods or an excess of 
expense will result; and the same 
applies with the production and 
administrative results. 

The only difference in handling 
and checking up a business when 
comparisons are made through a 
budget, through incomplete esti- 
mates or by pre-judgment or guess 
from time to time, is that the 
estimate can be made more com- 
plete and usually more exact by 
a proper budget, and any error 
or discrepancy in judgment im- 
mediately and graphically shows 
up in the “deadly parallel” columns 
of the proposed budget and actual 
accomplishments. 

The proportion of the total sales 
(gross business or of gross profits) 
made in each month is found by 
ascertaining the percentage of the 
years sales (or profits) made in 
each month (deduced from results 
over a term of years), and making 
the budgeted sales for each month 
correspond with the _ respective 
month's percentage of the total 
budgeted for the period,—always 
figuring in any fundamental 
changes that may be apparent 
for the ensuing year. From this 
can be obtained a true comparison 
to check up whether sales are run- 
ning true to estimate for each 


(Based on a proposed total business of $800,000.00) 
Important: Enter figures in MONTH that Cash will or 
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month and, if they are not doing 
so, indicate the necessary steps to 
remedy the discrepancy or adjust 
matters all along the line in all 
departments, as soon as deemed 
necessary, rather than wait until 
the fact that all departments are 
not in harmony crops out through 
some other and probably slower 
and more dangerous method. 
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As an illustration of how volume 
of monthly business is estimated, 
suppose sales in the previous year 
were $564,452.69. We would merely 
have to ascertain what percentage 
the sales for each month were, of 
the total year’s sales, to find out 
what percentage of the total was 
sold in each calendar month. 

By comparing such figures over 
a term of years, of course, an even 
more accurate estimate is obtained 
of the proper percentage of sales to 
be looked for each month, always 
considering future conditions and 
expectation. 

Table XX will illustrate sales 
of a manufacturing concern over a 
calendar year, and how distributed: 

When such figures are obtained 
in any business, it is obvious how 
they can be applied to the amount 
of sales as budgeted, and an accu- 
rate amount obtained for the pro- 
posed sales for each month on the 
budgeted total for the whole year. 
It is even possible, in the same 
manner, to make the sales quotas 
weekly or bi-weekly if desired. 

Table XXX will illustrate how 
a budget may be further sub-divided 
in each division. Such divisions 
may be sub-divided or varied as 
necessary or desired. 

Expense budget, Figure 2, shown 
in the first article on this subject, 


1918. (Continued on page 24) 
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Fig. 7. Cash needs: Sub-budget showing cash needs for marketing division for the year 
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HERE is at present 

a marked determina- 
tionon the part of business 
men and manufacturers 
throughout the United 
States to give particular 
study and impulse for 
closer commercial and 
social relations with our 
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must take the broader 
view and recognize 
clearly that if we act 
with enterprise, intelli- 
gence and resolution, a 
great many advantages 
can be obtained in mak- 
ing real and concrete our 
aspirations for interna- 
tional trade expansion, 


















neighbors in the southern 
hemisphere. 

















With our natural geo- 
graphical advantages 
greatly increased by the 
opening of the Panama 
Canal, it seems evident 
that the time is especially oppor- 
tune for a thoughtful review of 
results likely to be obtained, with 
the object of securing the maxi- 
mum benefits therefrom. 

The war has not only diminished 
the demand for products from the 
Americas, but has likewise severed 
the supply of capital necessary for 
the development of their natural 
resources. This condition is more 
especially felt in Central American 
republics, where the purchasing 
power is so largely dependent upon 
the extent of their exports and abil- 
ity for developing and increasing 
their production. While we there- 
fore, now have first place in this 
field for commercial expansion, 
when the war is over exactly the 
same opportunities will again be 
open to our contemporaries in 
Europe and those of other nations 
who will not be tardy in the en- 
deavor to regain markets lost during 
their enforced inactivity. Quite 
apart from the attraction of capital 
for the building of roads, railway 
construction and development of 
hydro-electric power, manufactured 
goods from here are likely to meet 
with the greatest demand if proper 
methods are adopted for encourag- 
ing and making such investments 
beyond our borders. 











By JOHN CLAUSEN 


Vice-President, Crocker National Bank 
San Francisco 


We must be prepared to carry 
out both ends of our commercial 
bargains and supply new capital 
where needed to make up the differ- 
ence between sales and purchases. 
This has proved our deepest problem 
and we cannot look for its solution 
until at least part of the financing 
in these countries is cared for with 
American capital, which would 
prove the strongest commercial 
bond—with the greatest possibility 
for the upbuilding of a permanent 
trade. 

It is essential that the Americas 
individually and collectively con- 
tinue expanding their wealth in 
order to emancipate American 
commerce from foreign mediation 
and through investment lay a firm 
foundation for the interchange of 
commercial relations between 
themselves. 

We must organize not alone the 
forces of production, but provide 
new avenues for the employment 
of capital as well, which will prove 
the strongest incentive to a more 
complete and harmonious under- 
standing of the customs and busi- 
ness methods of our debtors. We 
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thereby setting free the 
flow of credit and con- 
fidence from one field to 
another, which are the 
principal factors for a 
clearer understanding, 
and in these instances for better 
Pan-Americanism. 

Discretion in making investments 
beyond our own borders is, however, 
very essential—as is the good faith 
of the governments and loyal in- 
tention of investors and borrowers 
alike—which observation is equally 
true when considering the financial 
systems of our new customers, in 
that—as a prime element—it affects 
the interchange of commodities, 
service and property between its 
people and as a community with 
other countries of the world as well. 

In Central America we find a 
variety of monetary standards— 
with gold, silver, by-metallic and 
inconvertible paper circulation— 
and while this in itself is a study, it 
would seem a matter of great 
concern for these republics to 
arrange a more uniform medium of 
exchange, recognizing the essential 
advantages of a metallic system as 
against fiat and inconvertible paper 
issues. 

It may in this connection prove 
of interest to present a resume. of 
money standards in the six repub- 
lics comprising Central America, 
viz. : 

Panama—The monetary system 
of Panama is based on a theoretical 
gold standard with the balboa— 
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divided into 100 centesimos—as 
the unit and a circulation of silver 
half-balboas and fractional coins. 
The unit—gold balboa—represents 
a legally fixed quantity of 1.672 
grammes in gold .goo fine, which 
corresponds to 1.5046 grammes of 
pure gold. All United States coins 
circulate as legal tender. 

Costa Rica—The standard mone- 
tary unit of Costa Rica is the gold 
colon—divided into 100 centesi- 
mos——with a circulation of bank- 
notes based upon gold — 
40 per cent —and other 
assets of the issuing bank. 
The unit — gold colon— 
represents a legally fixed 
quantity of 0.778 grammes 
in gold .goo fine, which 
corresponds to 0.7002 
grammes of pure gold. 
Foreign gold coins circu- 
late freely and, at fixed 
rates, are accepted as legal 
tender in the republic. 

Nicaragua— The present 
monetary system of 
Nicaragua is based upon 
a theoretical gold stand- 
ard, of which the cordoba 
—divided into 100 centa- 
vos — forms the unit — 
with a circulation of silver 
coins and bank - notes 
guaranteed to be payable 
in gold. The unit—gold 
cordoba—represents a 
legally fixed quantity of 
1.6718 grammes in gold .goo fine 
which corresponds to 1.50464 
grammes of pure gold. Previous to 
the new currency act, the monetary 
unit was the peso, and the old 
paper peso circulation is being re- 
tired at a fixed rate of 124 pesos 
for one cordoba. 

Honduras—The monetary sys- 
tem of Honduras is based on a sil- 
ver standard with the silver peso— 
divided into 100 centavos—as the 
unit, with a metallic and paper 
currency circulation as a medium 
of exchange. The unit—silver 
peso—represents a legally fixed 
quantity of 25. grammes of silver, 
.goo fine, which corresponds to 
22.50 grammes pure silver in each 


COPYRIGHT 
UNDERWOOD & UNDERWOOD 


Bringing bananas to freight cars for the market 


peso. The value of exchange is 
obviously dependent on the fluc- 
tuation of silver as quoted in the 
open markets of the world. 
Salvador—The standard mone- 
tary unit of Salvador is the silver 
peso—divided into 100 centavos— 
with a circulation consisting of 
silver coins and bank-notes con- 
vertible into silver and secured by 
metallic reserve and other assets of 
the issuing banks. The unit—silver 
peso — represents a legally fixed 
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quantity of 25. grammes of silver 
.goo fine, which corresponds to 
22.50 grammes of pure silver in 
each Peso. The value of exchange 
is dependent on the fall and rise of 
the white metal, as is the case in 
countries with a silver standard. 
Guatemala—Only nominally on a 
silver basis, Guatemala depends 
upon an inconvertible paper cur- 
rency—1 peso equals 100 centavos 
—for its circulation, without any 
fixed value with relation to gold or 
silver. The monetary system of 
this republic was originally mod- 
eled on that of France, with the 
peso sub-divided into eight reales 
as a unit, weighing 25. grammes of 
silver .goo fine, and while this 
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theoretically is the basis of account, 
the actual circulation medium is 
represented by bank-notes issued 
under the supervision but without 
the guarantee of the government. 

In treating with our neighbors 
in Central America, it is felt that 
they will readily accede to any jus- 
tifiable demands which may be 
deemed necessary in amendments 
of their legislation, appreciating as 
do the people of the United 
States, that the republics of this 
hemisphere should be 
knit together by com- 
mercial and financial ties 
more closely than they 
have ever been before. 
To this end it is necessary 
that we fit ourselves by 
adequate training and ex- 
perience— with the full 
conviction in mind that 
the unprecedented oppor- 
tunities now within our 
reach are dependent upon 
the efficiency of our busi- 
ness structure and idealism 
for an understanding and 
appreciation of the great 
value of permanent com- 
merce with our neighbors 
to the south— bound 
closely by financial and 
commercial ties in all their 
ramifications. 

As the result of a resolu- 
tion adopted by the Pan- 
American Financial 
Conference held in Wash- 
ington, D. C., during May 
of 1915, and in further- 
ance of the purposes for which same 
was called, return visits of business 
men and bankers were arranged to 
the Latin-American Republics to 
secure real union of an economic 
and positively beneficial character 
for the commerce and industry of 
the countries concerned. 

As a.member of the Financial 
and Commercial Committee ap- 
pointed by the secretary of the 
treasury to visit Central America, 
I was afforded the opportunity of 
personally attending the meetings of 
their chambers of commerce. From 
this association I was impressed 
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with the constructive work which 
they are carrying on towards de- 
veloping closer commercial relations 


with the United States. The 
thought was expressed on many 
occasions that this could the better 
be accomplished by more intimate 
affiliation and coalition of the 
United States Chamber of 
Commerce and its sister 
organizations throughout this 


country with those of Central 
America. 

Experience prompts the sugges- 
tion that a workable plan towards 
that end be initiated, with the 
recommendation that exhibits of 
Latin-American products 
and industries be established 
inthe chambers of commerce 
of the United States, and like 
displays made of American 
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products in those republics. 

In my judgment, this move for 
closer business relations could be 
made even more effective by the 
appointment of a_ well-qualified 
representative from the respective 
country to accord information 
relative to conditions and other 
features vitally akin to the com- 
mercial and financial interests of 
the Americas. 


Introducing the Woman Cashier 


New York Sets a Fashion, Advancing a 


Stenographer to Executive Position 2s— 


IME was—long 














ago, in those unset- 


attitude of her employ- 








tled days portending 
the draft—when 
Messrs. Pro and Con 
and their respective 
followings gath- 
ered around the 
directors table to 
argue seriously and 
at great length the 
relative merits of men 
and women in the 
bank. 

As enlistment and 




























the draft proceeded, 
the man power of the banks 
cheerfully relinquished the pen, the 
machine, the desk and the ledger to 
take up military service and woman 
has taken its place in ever increasing 
numbers and in positions of gradu- 
ally broadening responsibilities. 
The invasion of woman cannot 
be halted even if there were a desire 
to halt it. As witness New York— 
the safe, sane and conservative 
financial center of the world— 
where woman has been advanced 
a step, and a big step, ahead of her 
Sisters in the bank field which con- 
Stitutes the rest of the country. She 
hasinvaded the executive staff itself. 
She is Miss L. G. Jones, of the 
National Bank of Cuba,—the first 


ers toward her and her 
work was concerned. 
Her creed has been: 
“Work! Bank work is 
exacting. It requires 
the best of the capabili- 
ties the bank worker 
possesses. Subordinate 
self and outside inter- 
ests for the interests of 
the bank. Too many 
women do not succeed 
- inbusiness because they 
do not take business 

















woman bank cashier in New York 
City. Wall Street finds itself becom- 
ing accustomed to the change. 
Perhaps the National Bank of 
Cuba has set a fashion. 

Miss Jones stepped from stenog- 
rapher to her present executive 


position. Who ever heard of a 
stenographer, even in a_ bank, 
reading assiduously the market 
and business pages of the daily 
newspapers? Miss Jones did that 
thing and absorbed every bit of 
financial information that was 
absorbable elsewhere as well. She 
just naturally, or logically, made her- 
self so valuable in each position she 
held that sex prejudice simply didn't 
and couldn't exist so far as the 
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seriously enough. To 
get tothetopin banking womenmust 
have an aptitude, either natural or 
acquired, for figures and financial 
problems. Study every available 
source of financial information and 
first of all, the courses of the 
American Institute of Banking. 
Woman's judgment is quite as keen 
as man’s if she will only USE it.”’ 

Miss Jones is confident that the 
time is at hand when women in 
bank executive positions will not be 
objects of curious attention. 

Given judgment, persistence and 
a willingness to learn, there is 
nothing to prevent woman from 
rising to credit manager, cashier, or 
even more responsible positions IF 
she. works hard and consistently, 
is the opinion of this cashier. 





A Rampart of Gold Ag 
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COPYRIGHT, INTERNATIONAL FILM 


TO PRESIDENT WILSON— 

“Every ounce of energy and every 
resource at the command of the 
bankers of the nation are pledged to 
the cause of human freedom and in- 
dependence. We will loyally support 
and follow your lead as our com- 
mander-in-chief in the mobilization 
of every effort and every resource 
of America to the end that all the 
power and strength of this great land 
shall be made available for war on 
the common enemy until victory for 
Allied arms shall have been attained.” 


COPYRIGHT, INTERNATIONAL FILM CO. 
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a py gape 
1—The 


A. B. A. in convention. 
2—Ledger showing the accounts of Aaron 
Burr and Alexander Hamilton, exhibited 
by the Bank of Manhattan. 
3— The outgoing president. 
4— Francis H. Sisson and the new president, 


Robert F. Maddox 


ROBERT F. MADDOX— 

“Our association recently made an 
effort to ascertain the number of 
bank officers and officials who have 
already entered the service. A ques- 
tionnaire was sent to all the banks 
of the country. Thus far we have 
only heard from 4,200. * * * Out of 
the 4,200 banks heard from, it was 
found that 15,000 bank officers, 
officials and employes have already 
entered the service and are now fight- 
ing with the colors; and 411 have 
already made the supreme sacrifice.” 
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DR. CLARENCE OUSLEY— 


“The richest man in the warring 
nations has discovered that his 
wealth is of no avail now to pur- 
chase more than the limited ration 
which his government allows. Such 
experiences throw agriculture into 
perspective of a new relation of vast 
significance. Not once but several 
times, during the last four fateful 
years, the cause of civilization and 
human freedom as it is conceived by 
democratic peoples trembled and stag- 
gered in the faintness of near famine.” 


ainst the Hun-= 
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LT.-COL. G. G. WOODWARK— 7 


“Complete efficiency must enlist nq} 
only every ounce of material powe! | 
it must enlist every ounce of ever | 
kind of power. Germany has alway) 
left out of account the mightiest fac 
tor in an army’s force: its spiritua 
power. That power is indomitable 
It is the spirit of the Allied armiey 
that will conquer—and has alrea 
discredited—the German militar 
machine, built upon a materialisti 
science which ignores the finest, mos 
powerful of human qualities.” 











president of 
President Wilson. 





The French Foreign Legion thrilled Chicago 
during the A. B. A. convention. § 
they wear 168 wound stripes. 
flag has been dipped but twice, once to the 
France and again in honor of 


ixty strong, 
Their proud 
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America's Pledge V oiced by the A. B. 
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4 1—Old Glory in a gigantic win -the - war pa- , 


rade in New York. 


2—This replica of the Statue of Liberty aided | 
Detroit in going over the top. y 

3—Fifth Avenue, New York, flag-decked for 
the opening of the Fourth Liberty Loan drive. 7 





GOV. HARDING— 


J. ELWOOD COxX— 


COPYRIGHT, UNDERWOOD & UNDERWOOD 


W. T. FENTON, OF CHICAGO— 


stno | “Itis thetask and the dutyofallthose “Remember that, great as our na- “Everyman and woman inAmerica, “And you, the bankers of America, 
owel | having a stake in the present and tional resources are, there is a limit both rich and poor, who are physi- _ will go back to your homes to take up 
ever | future of the nation to resist those to them. We must not revolve’ cally able, must be put to work. — the work for the Government. * * * 
way > who would remove or loosen the around this vicious circle and have Idlers should be looked upon Our people are thinking of the banks 
st fa corner stone on which our institu- a continued advance in prices ever- as a public nuisance and the privi- in a new and more personal way, 
iritua tions rest—individual effort. And  lastingly, because the further prices lege of labororing for the future thinking of them as an avenue 
itable amongst those called to that task and advance the more difficult our prob- welfare of the nation regarded as a through which they may support the 
irmieé, that duty,the business men of Amer- lems are. In making your loans, | genuine honor. To us largely belongs armies which represent American 
lreadge ica have a leading place. We yieldto beg of you to make your customers the responsibility of inspiring the freedom. So it is all over the United 
ilitay none, either in intensity of patriotism tell you what they are going to do people with this view. Many of us_ States. There could be no need for 
alistk or in earnestness of desire to bring withthe money. You have a rightat have never measured in our minds — the Government formally to take over 
t,mos about the greatest attainable well _ this time ofall others to give them the 


being for the masses of the people.” 


benefit of your counsel and advice.” 


the power that rests in the hands of 
the bankers of this country.” 





the banks ofthis country. It hasthem 
already. They have volunteered.” 


1— Yankee trophies aid the Fourth Loan drive. 

'2— Geraldine Farrar selling bonds in Wash- 
ington. 

38—The honor flag of the Fourth Loan. 

4— Vice-President Marshall opens the drive. 

a Montgomery Flagg painting for 
iberty. 
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ADY URSINE, Live Stock Exhibits “On the Hoof” ina 
Raleigh Bank and What They are Doing 


being merely a 
cow, probably never 
dreamed of dwelling in 
marble halls. But she did so dwell for 
a day and with vassals and slaves 
by her side in the midst of a splen- 
dor of gold and silver and of cur- 
rency and collateral. Her callers 
were many—more than 3,500— 
on that Saturday when her home 
was the lobby of a bank. 

As a specimen of pure bred 
Jersey, Lady Ursine and her calf 
came to the.Commercial National 
Bank of Raleigh, N. C., on the 
invitation of E. B. Crow, cashier, 
and under the auspices of the 
state's Department of Agriculture. 
The department's representatives 
who installed the exhibit were 
present to explain and promote 
the art of Jersey cattle raising and 
the result was the sale of two car- 
loads of Jerseys like Lady Ursine, 
many of the purchases being 
financed by the bank. 

The display of Jerseys was the 
first of a series of live stock exhibits 
in the bank planned by Mr. Crow 
for the purpose of broadening the 
education of farmers of the com- 
munity with the ultimate end of 
improving and _ increasing his 
county's supply of meat animals. 

He found the Department of 








As the stage is set for a demonstration 





Agriculture and the State College 
willing and anxious to co-operate 
to the fullest possible extent. 
Equally popular and equally 
productive of results in pure breed 
stock distribution was the next 
exhibit of a Poland China hog and 
its litter of pigs in a pen improvised 
in the lobby. Like the cow, the 
Poland China was extensively ad- 
vertised before and after the exhibit. 
Just before Easter a display of 
poultry, eggs and the process of incu- 
bation held the interest of the city 
people as well as the farmers. The 
afternoon was reserved especially 
for children, each child being given 
an Easter chicken as a souvenir. 
A feature of a sheep exhibit 
was the auctioning of a fleece 
sheared in the lobby from a Ham- 
shire ewe, the proceeds of $127 
going to the Red Cross. The ex- 
hibit was staged by the Office of 
Beef Cattle and Sheep Investiga- 
tions of the North Carolina Experi- 
ment Station during a convention 
of the North Carolina Bankers 
Association in Raleigh. The exhibit 
included a number of Hampshire 
ewes, Shropshire lambs, good sheep 
dogs and destructive curs in the 
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varts, 


sheep industry and 
finished woolen mate- 
rials manufactured in 
North Carolina. 

The convention of bankers 
adjourned one afternoon to permit 
an inspection of the exhibit. The 
experts in charge demonstrated to 
3,000 visiting bankers and farmers 
practically every feature of sheep 
husbandry—prices, products, etc. 

Adjoining the lobby is a “farm- 
ers room’ furnished with up- 
holstered chairs and a heavy table 
for comfort and utility. The dec- 
orations are mainly photographs 
of model farms and exhibits of 
grain, vegetables, tobacco, cotton 
or fruit grown by farmers who 
utilize the room either for business 
or for recreation. On the table are 
government agricultural bulletins 
and current magazines side by 
side. The farmers are encouraged 
to meet business men and other 
farmers for the transaction of 
business in this room where every- 
thing for their comfort is provided. 
They do. 

Live stock exhibits will be con- 
tinued from time to time for the 
duration of the war. Other exhibits 
of products of the soil and farming 
methods fostered by the Depart- 
ment of Agriculture will also be 
continued. 


Concrete Instances of Service 


What the Bank Does for the Public is a Good 
Source of Copy=Other Advertising Comment 


SOURCE of good advertising 

copy material which is too 
oftenoverlooked by banks and trust 
companies is to be found in actual 
instances of service rendered to the 
special advantage of the customer, 
or of loss or misfortune due to not 
using the service offered. Of course, 
it would be only in rare cases that 
the name of the customer could be 
used, but anonymity need not 
weaken the illustration if 


By T. D. MAcGREGOR 


Vice-President, Edwin Bird Wilson, Incorporated, 
14 Wall Street, New York 


assume. He therefore resigned and 
the probate court appointed the 
trust company to take his place. 

‘“‘An elderly lady placed her life's 
earnings in charge of a friend for 
investment. The money was held 





it bears the earmarks of 
being a truthful state- 
ment of facts. 





unnecessary expense and trouble 


_ resulted. 


“If the SECURITY TRUST 
COMPANY had been named trus- 
tee of the lady’s money it would 
have been kept separate from all 
other funds and there would have 
been no necessity for expensive 
litigation to recover her money. 
She would have received her in- 
come when she wanted it and her 

entire funds would have 
been returned to her 





promptly upon her re- 


To illustrate what I 
mean by “concrete in- 
stances, | am reproduc- 
ing in the following 
paragraphs a few such as 
were actually used in their 
advertising by some 
prominent institutions. 





A Young Man Who Has 
$4000 in this Bank 


A few years ago a hard-working lad of 19 
came into our bank and said: “I am going to 
open a savings account. If I carry my money 
around with me, I will spend it.””. He began 
with $5 a month and gradually increased his 
deposits until for some time past he has been 


“Pm going to place 
$50,000 in trust” 


That was one of the wisest resolves this man 
ever made, because he lost all the rest of his 
money and is now living on the income of the 
trust which he established with this Company 
as trustee. You can make a trust now, while 
you have money, which will protect your 
family and yourself against possible future 
adversity. Let us explain. 


quest or disposed of in 
accordance with the terms 
of her will.” 

In aseries of newspaper 
advertisements the Bank- 
ers Trust Company, of 
New York, published a 
number of true incidents 


The Security Trust 
Company, of Detroit, is- 
sued a booklet entitled 
“What Might Happen To 
Your Estate, and the 
Safeguard."’ Here are a 
few of the actual cases 
it contained: 





adding $10 a week to his account. He now 
has $4000 to his credit. 


Have you that much ready money in the bank? 
Are you saving regularly ? 


Many a big, successful business started on the 
capital of a savings account. 


Saws 





“A prominent business 
man died and upon filing 
his will for probate it was found 
that he had named a personal 
friend as executor. 

“This friend, who represented 
large business interests, had no 
experience in the administration of 
estates. His business required his 
entire time so that he was unable to 
familiarize himself with the legal 
requirements and the many de- 
tails involved in the settlement of 
the estate, and he naturally felt 
that his appointment as executor 
imposed responsibility which, in 
justice both to himself and _ his 
estate, he could not conscientiously 








like these: 


“A YOUNG GIRL’S FINAN- 
CIAL FUTURE MADE 
SECURE 

‘“‘A certain man has a 
young step-daughter who 
has lived with him from 
her babyhood, and in 
whom his affections are 








Concrete instances 


by him for a number of years, dur- 
ing which time he paid her interest 
on the money. He suddenly died, 
and in settling his affairs it was 
discovered that the lady's money 
had been so closely intermingled 
with his own that it was necessary 
to resort to legal proceedings in 
order to prove and recover for the 
old lady the original amount of the 
money placed with her friend for 
investment. 

“Here is a case where the indi- 
vidual was honest and undoubtedly 
conscientious, but his bookkeeping 
methods were entirely wrong and 
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centered since he has no 
children or near relatives. 

“In settling the small estate of the 
girl's mother at her death not long 
ago, the man was shocked to realize 
that in the event of his death the 
carefully reared girl would ‘be 
almost penniless, since he had 
never legally adopted her, and had 
not made a will providing for her 
maintenance. His property would 
go by law to relatives of whom 
he knew little. 

“He then lost notime increating 
a trust fund with this company 
that would give her an ample in- 
come throughout her life, making 
the trust so that it cannot be 





hs 
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altered even by the gir 
herself or by her husband, 
should she marry. 


“Our Poticy SAVED A 
LiFe INCOME For 
THE WiIDow 

“Some years ago this 
company was appointed 
trustee of an estate, more 
than half of which con- 
sisted of a cash balance 





Madison Ave. & 45th Street 





a young man of thirty. 
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T#® EQUITABLE TRUSTCOMPANY | tle 
OF New YORK poe esis s 
announces the Bank 
oddas 
removal 
To Our Customers and the Public: 
of the offices heretofore located at THE. CHATHAM AND PHENIX NATIONAL BANK 
of the City of New York announces thet at jee business 
Number 6:8 Fifth Avenue to the 
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deposited with a mercan- 
tile corporation at an 
attractive rate of interest. 
The corporation bore an 
excellent reputation and the heirs 
were strongly in favor of leaving 
the money there. 

“IT IS our fixed policy, however, 
to keep funds of clients with ap- 
proved banking depositaries only, 
so this money was withdrawn from 
the mercantile corporation. Two 
weeks later it failed. The prompt 
carrying out of our established 
safe policy prevented a disastrous 
loss to the estate. The money was 


Fig. 1. 








“ug A Half-Century of Growth 


HER commerce growth, To ede te 
been fortunate in having fnanaal insttuno 

| which have weathered the storms of half a< 
| During all this nme As we dre 

this bank hes stood, — fifty-fov ake anniversary 

strong and helpful—e — with increased facilines 
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Fig. 2. Part of a strong series 


Attractive branch removal 
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Resources Over 
100 Million Dollars 








When the United States 
entered the war and the 
draft numbers were drawn, 
this man was among those 
chosen to fight for his 
country. 

“With both men fighting, 
this bank has undertaken 
the finding of a manager 
for the business to direct 
its destinies until the men 
return. This is another 
example of the ‘business- 
building’ service rendered 





promptly invested in approved 
securities and the income assures 
the widow a comfortable mainte- 
nance during her entire life. 


“How A WELL-KNOWN FINANCIER 
PROVIDED For Two CHILDREN S 
EDUCATION 

“One of this country's prominent 
bankers has placed funds in trust 
with this company to provide for 
educating through preparatory 
school and college the two small 
children of one of his relatives. 
The mention of this man’s name 
would bring a smile at the thought 
of his anticipating the day when 
he might not be able to provide 
amply for these children’s educa- 
tion. But the same wisdom that 
has directed his succesful career 
has determined that making a 
trust with this company as 
trustee is the surest way 
to provide for the children's 
future.” 

But it is not trust companies 
only that can use this method. 
The Central National Bank, of 
Oakland, Cal., used the follow- 
ing incidents as newspaper 
advertisements: 


“Two Business MEN AT THE 
FRONT 

“In July of 1914, two partners 
were conducting a highly special- 
ized and technical business in Oak- 
land. In August war was declared. 
One partner—of British birth— 
enlisted, leaving the business in 


the hands of the other partner— 
20 


by this bank. 


‘““FINANCING OVERSEA [RADE 


“An Oakland manufacturer was 
anxious to extend his business into 
foreign markets. But as orders 
increased in number and size, he 
found it impossible to adequately 
finance his shipments. It was 
often months before funds were 
returned to him. He put his prob- 
lem up to this bank and was told 
of a plan whereby he could secure 
money on orders practically as soon 
as shipped. The solving of this 
problem of export financing has 
opened a new, broad and profitable 
market. 


‘Two RoaDs AND A MARKET 

“The changing fortunes of war 
opened a new market which prom- 
ised unusual profits for one Oak- 
land manufacturer. To supply 
this new market required a 








The Sesame of Araby 
Has No Charm 


to “ope” the heavy door of impenetrable metal that 
seals the treasures of our vaults, for it requires more 
than Oriental magic, not to say the cracksman’s 
art, or ravaging fire to undo what the safe-maker’s 
skill has wrought for us. 


But nominal fees entitle you to ready access to 
the safety deposit box, with its prized contents, and 
to the lower vault, containing the trunk of famiiy 
plate and keepsakes. 


Thus, your pass-key is a trusty “Open Essex.” 





OF MONTCLAIR 


Bs Assets Over $1,500,000 














Neither has this ad. 




















complete change of manu- 
facturing and financial 
policy. To follow along 
the old road, or to burn 
all bridges and take the 
possible short cut,wasthe | * 
problem requiring a solu- 
tion. This bank is glad to 
have helped in solving the 
problem—and its services 
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A’rainy-day’ provision 
—the Voluntary Trust =‘ 
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A spirit of courtesy permeates 
this ins! stitutic 
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U NION Trust as ANY 





are offered you when you 
reach a fork in the road.”’ 


BANK’S removal notice is 

quite an important adver- 
tisement inasmuch as it would lead 
to considerable inconvenience if 
customers and the public were not 
duly apprised of a change of loca- 
tion. How this situation was han- 
dled by two New York institutions 
is shown by the advertisements of 
the Equitable Trust Company and 
the Chatham and Phenix National 
Bank (Fig. 1.) 


AM in receipt of a fine set of 

advertisements of the Second 
National Bank, of Toledo, Ohio, 
sent me by Lewis H. Clement. 
The group of three reproduced 
(Fig. 2) indicate the excellent char- 
acter of the copy. 


NOTHER institution which 
has joined the ranks of those 
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Ever since this bank was founded, over a quarter of a 


» entury ago, it has consistently adhered to the plan of 
f } Sranting accommodations as much on the strength of a =| 
¥ | man's integrity as on the nature of his collateral. 


Z—Z 


The trust which we have thus placed in our clients has if 
earned their confidence im tum, and the policy has 
proved to be as safe as it is liberal. 


Adcitional protection is secured to our depositors by the 
fact that this bank is a member of the National Banking 









System as well as of the Federal Reserve System. So 





strict are the requirements, and so exacting the frequent 
i government examinations, that it is practically impos- 





sible for a National Bank to fail. 


You are invited to call on our officers. Ask them about 
| our system of humanizing the banking business. 


-|l} NATIQNAL BANK of- IN 
the REPUBLIC 












































Fig. 4. An artistic background 








which appeared in that 


oat ‘ || publication last spring: 


‘“‘FARMERS 
“In this war ‘the shot 
that will be heard around 
the world, will be fired 
by the farmers. It is up 
to us as a nation to make 
every foot of soil yield its 
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Fig. 3. Excellence in copy, illustration and typography 


endeavoring to secure the best in 
copy, art-work and typography in 
their advertisements is the Union 
Trust Company, of Springfield, 
Mass., examples of whose new series 
of advertisements are grouped 
herewith (Fig. 3) for the perusal 
and study of those interested. 


T ISgratifying to note that many 

of the suggestions | make in this 
department from time to time 
are taken in good part and in many 
cases they are acted upon. For 
example, the L. S. Gillham Com- 
pany, of Salt Lake City, wrote me: 

“Thank you very much for your 
kindly comment on the National 
Bank of the Republic advertising 
and just to show you that we 
know how very poor the art work 
was on the sample submitted orig- 
inally, we are enclosing some of 
our later art work for that bank.” 

The advertisement shown 
(Fig. 4) iscertainly an improvement 
on some of the earlier ones sub- 
mitted. 


UR Canadian friends don't 
need to take a back seat for 
anybody in the matter of bank ad- 
vertising, as witness the little adver- 
tisements of The Bank of Toronto, 
The Bank of Nova Scotia, and the 
National Trust Company, Limited, 
reproduced herewith (Fig. 5). 


HE bankers and the farmers 

are working hand-in-hand for 
the good of the country, but the 
logic of events puts it up to the 
bankers to get the farmer to do his 
best. The First National Bank of 
Huntsville, Tenn., gets out a little 
monthly paper called Mountain 
Messenger. Here is a good editorial 
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utmost. At this season of 

the year, it is well to think 
of this. The government has said, 
‘If you expect to have enough to 
eat, you must raise it.. No one 
section can, as heretofore, depend 
upon another section to supply it 
with food. The government con- 
trols the railroads; the railroads 
will have all they can do transport- 
ing war supplies and such commod- 
ities that cannot be generally 
produced, without bringing to your 














Peit-ep Capital § 6,800,000 
| a) yee 12,000,000 
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Keep Your “ad hi : 
Victory Bonds d his best; 
but he couldn't keep his 
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THE BANK OF Covi 000 
NOVA SCOTIA Rowe 31,500000. 
323 Main Street 
WINNIPEG 
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ARE YOU A FAILURE? 


‘AMES J. HILL, the great Empire builder of 
the Northwest, has said that ‘“‘the man 
who cannot save money is beaten at the start’’ 
and cannot hope to be a success in business. 
A Bank Account has a compelling effect upon 
everyone. It gives confidence and inspiration. 


THE BANK OF TORONTO 


456 MAIN STREET, WINNIPEG. 




















Fig. 5. Good Canadian bank advertising 
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High Street Bank 


846 WESTMINSTER STREET 


INCORPORATED 4. D. r8as 


CAPITAL $120,000 SURPLUS $120,000 








PRESIDENT, HENRY A, GRIMWOOD 
DIRECTORS, 
HENRY A. GRIMWOOD 
ELIJAH ALLEN 
WILLIAM A. HATIIAWAY 
CHARLES C. DARLING 
ELIJAH ALLEN, CASHIER 


JAMES B. PAINE 
DUTEE ARNOLD 
CHARLES F. IRONS 








ACCOUNTS RESPECTFULLY SOLICITED 








Fig. 6. A rare specimen 


door meat and bread. However, 
the government is interested 
in seeing that you go about pro- 


ducing foodstuff in an intelligent 
manner. Any information you 


desire can be had for the ask- 
ing. Your bank can get you in 
touch with the proper authorities, 
or you can do this direct. There 
are means by which you can get 
nitrate for agricultural purposes. 
You have an excellent man in this 
county, furnished you by the 
government, who takes pleasure in 
helping you help yourself. The 
old way of scratching the dirt a 
little and trusting to luck, and a 
rainy day, will no longer suffice. 
If never before, we must now pro- 
duce. Plant varied crops; culti- 
vate that old field that has been 
idle so long. Raise hogs and more 
hogs. Go into it scientifically. 
Get the right stock to begin with. 
It is an established fact that it is 
more expensive to fatten a scrub 
animal, than good stock. 

“It is imperative that this county 
raise enough for its own consump- 
tion. Don't be satisfied with that; 
HELP WIN THE WAR by shoot- 
ing bread bullets at the Kaiser. 
Every acre counts. 





beginning. FARMER, you 
areaBlGmannow. YOU 
CAN WIN OR LOSE THE 
WAR.” 


NCE in a while, even 

yet, one sees a well- 
preserved specimen of the 
old-fashioned “card” bank 
advertisement like that of 
the High Street Bank (Fig. 
6), but the species is increas- 
ingly rare and I believe in 
the near future will become 
as extinct as the dodo bird. 


EFERRING to that 
group (Fig. 7) contain- a 
ing a Baltimore, a Tacoma 




















Solving 

Complex 

Problems 
Never within the memory of this 
generation has there been a time 


when so many factors combined, as 
now, to affect business operations 


Increase in operating expenses of every 
ind labor an; | shor | 


“Tomorow” 





The aieecliatis Co. 
25 E. Baltimore St. 
Member Federal Reserve System 



























Kelly—Wounded 
Bell—Missing 














this insti! 





and a Pittsburgh bank 

advertisement, | want to commend 
them all for being interestingly 
written and attractively displayed. 
There's a lot of punch and human 
interest to that tank ad. of the 
“Peoples; it is an unusual idea 
in that Scandinavian American 


ad; the Baltimore Trust Co.'s 
advertisement is very _ business- 
like. The only place where it could 


be improved, in my humble opinion, 
is in the heading. Wouldn't some- 
thing like this have been better— 
“This Company Will Help Solve 
Your Business Problems?” 


NOTHER excellent group of 
three (Fig. 8) is sent me by 
Frank Wilson, manager of the Pub- 
licity Department of the Guaranty 
Trust & Savings Bank, Los Angeles. 
They are certainly “different, and 
that usually is good advertising. 











Every hour of work 
you put in on the 
farmcounts just that 
much towards the 
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ultimate end of the B ee Me 
war —the utter de- ring Your Moriey 


feat of autocracy. 
The farmer has never 
failed his country, 
and he will not do it 
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CLEAR photograph showing 

a crowd of depositors in the 
lobby of the City Trust Company, 
Buffalo, N. Y., was reproduced on 
a card and mailed out as an adver- 
tisement by that company. 


HE proper use of the Service 
Flag’ is a booklet put out 
by The Old National Bank, of 
Spokane, Wash. It has a very 
ingenious “‘cut out” cover showing 
a service flag in a window. Con- 
cerning the booklet, Vice-President 
W. D. Vincent writes: 
“It is being distributed locally 
to those most likely 
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4 ’ P The resources of thu banh exceed $25 200.000 
‘0 


Guaranty gy TEs vat Bank 


to be interested. 
Besides mailing 
them out direct, we 
have placed them 
on counters where 
flags are sold, and 
also wherever the 
soldier boys and 
their friends con- 
gregate. 


N ORDER to 























now. Remember the Guarenty sis B Bank 

little “wheatless, Gesssaiy au Bank 
heatless, meatless taee7e iz 
days you have had, are only a Fig. 8. Intensely local and individual 
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simplify its con- 
densed statement 
for popular consumption, the First 


Se 


National Bank of Bay Shore, N. Y., publishes its 
figures like this: 


WE OWN 
(CONDENSED) 
Looms aed ciecounts. . ... .. 220s se $ 84,524.30 
Bee, SUeerIes, O00... 4 505 ccnn 312,872.83 
CI 2 4 cic ios en eens eee 2.18 
Furniture and Fixtures. ............---- 2,097.17 
Cash and Due from Banks. __---------- 57,479.05 
I OE baraik on sndienndaeeienaene 3,861.72 


$400,837.85 


WE OWE 
Depotiters ... .. .........2....-.-. 66.39 
Noetinset Dank Notes ................s. 24,600.00 
bo siresanuegionteelesmaaae 6,959.11 
= a te ey areca 625.00 
$382,670.80 


THIS LEAVES— 
a ee 
Surplus and Profits 28,167.05 


$ 78,167.05 
Which is a Guarantee Fund for the protection 
of our Depositors. 


N UNUSUALLY effective booklet appealing to 
women has been issued by The Peoples Trust 
and Savings Bank of Chicago, which has adopted 
the slogan, “The Convenient Bank.” The booklet 
has no title but an advertisement on the front cover 
is headed “You Can Vote—Can You Bank?” It is 
thoroughly illustrated, largely with photographs. The 
scope of the booklet is indicated by its sub-headings 
which are as follows: 
“Safety First.” 
“To Hoard Cash is Not Patriotic.” 
a Checking Account.” 
‘How to Deposit to Your Account.” 
“How to Deposit Funds by Mail.” 
“How to Draw Money.” 
“Why—and How—to Pay Bills by Check.” 
‘How to Check up Your Bank Balance With Us.” 
“Our Woman's Department Invites You.” 
“How Business-Like Women Make Thei-: Money 
Earn Wages.” 
“Are You Teaching Your Children Thrift.” 
“Where to Keep "Your Important Papers one 
V aluables.” 
“Woman's Truest Friend.” 


“How to Open 


EADERS are requested to send samples of their 
advertising to the editor of this department for com- 
ment, criticism, suggestion and possible reproduction in 
the magazine. No charge for service. Address: T. D. 
MacGregor, Edwin Bird Wilson, Inc., 14 Wall Street, 
New York City. 
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STRUCTURALLY SOUND Gmbining, 
Simplicity - gs end Economy 


MACHINE BOOKKEEPING 
HIGHEST ENDORSEMENTS. OF 


USERS SENT ON REQUEST 
Wate fo. 2 fo ir Descriptive Literature. 


WILSON -JONES LOOSE LEAF CO. 


CHICAGO. NEW YORK 


Mp», Our Products Sold ThroughoutThe World cass 
Se By Dealers In . 
\ BANK SUPPLIES 
AND STATIONERY 
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Eighteen Months of War | 











re. DEVOLOPED that interesting 

fact that CRADDICK SERVICE | 
is the standard bank advertising service 
in times of war as in times of peace— | 


BECAUSE it includes personal, up-to- 
moment service and attention; because it 
operates economically in cost to the bank 
and in the use of materials. It fully 
eliminates “waste.” 


OUR 434 CLIENTS may have worries— 


but they are not “advertising” worries. Let us help 
make your advertising help win the war! 


H. B. CRADDICK 


(and a corps of assistants ) 


1004-1008 1st Nat'l-Soo Bldg. 
MINNEAPOLIS, MINN. 
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Takes the Eye- Strain 
Out of Business 


DESK 


EMERALITE camp 


Don’t jeopardize your eyesight—place an 
Emeralite on your desk now. Means vision- 
comfort in future years. Emerald green glass shade 
rests the eyes naturally, while a clear even light is 
spread over your work. Lends distinction to office, or 
home. Style shown, No. 8734-B is $12.00 complete. 


Write for booklet illustrating 30 styles. Ask 
about special Emeralite for adding machines. 


H. G. McFaddin & Co. 4°,Warren st. 
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The faster the 
left hand turns 
up the items the 
Jaster you can 
post. 













POSTED wot 


POSTED 


POSTING 


Separate compartments for posted and unposted items. 
Price $7.50 f. o. b. Detroit, Mich. 


A Factor in Faster Posting 


The Coleman Time-Saver Check and Deposit Tray is designed 
to keep pace with the speed you seek from your machine and 
your ledger. The three must operate asa unit. If supplied 
with one of our trays, each operator can cut posting time from 
five to thirty minutes daily. Items segregated in separate 
compartments eliminate useless motions, insure convenience, 
and save the minutes that mean dollars. 


Apply the principle of the currency drawer to your posting 
system. 


Thousands of banks all over the country use Coleman Time-Saver Check and 
Deposit Trays. Many large banks have equipped all machines. No bank too 
small to use profitably. Sold on a money-back guarantee. 


Richardson & Scott 1977 Woodward Avenue 


DETROIT, MICH. 
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Budget Principles for the Bank 


(Continued from page 12) 

illustrates standard form for gathering together details 
of budgeted and actual results, from such allotments 
of expense, to the production division and also the 
percentage of actual to budgeted results, as well as a 
comparison with figures of previous year or years. 
Each department prepares such a budget and they 
are then brought together into the master expense 
budget for the general manager or head executives, as 
is shown in Figure 6, in this article. 

A financial budget, or estimate of cash to be received 
and disbursed is the final budget, or forecast, to be 
prepared. 

This financial budget may be a brief summary, or 
forecast, for a short or long period, of the estimated 
expenditures and income and cash resources of the 
business, and an estimate of the needed financing or 
borrowing to operate the amount of business which it 
has been decided to plan for in the coming period, cov- 
ered by the budget as finally agreed upon and adopted 
in conference by all departments of the business. 

The most efficient procedure is to have a complete 
financial budget of expenditures and income to cover 
the whole year and to cover all such details monthly. 
The details are gathered by each department and 
represent its exact needs in cash, covering all actual 
current cash expenditures to be provided for in each 
month, which, gathered together in the financial 
budget, then show the exact cash estimated as needed 
to finance the business each month and for the year. 
By having the estimated cash income each month, 
it will then be possible to deduce the necessary extra 
borrowing or surplus on hand that should be borrowed 
or loaned to correspond with estimates as shown. 

Figure 4, Financial Budget Summary, as shown in 
first article, illustrates clearly the procedure of han- 
dling figures of cash income and needs of a manufac- 
turing business, and requires only general adjustment 
and substitution of headings and detail to cover the 
same general field for any banking institution which 
has decided to budget its business. 

The method of tabulating the financial needs of 
each department is illustrated in the sub-budget of 
the cash needs of the marketing division in Figure 7 
in this article. 

Besides the tabulated figures of the budget, a desir- 
able and graphic method of handling is to show the 
ensuing year’s budgeted figures and actual results as 
obtained each month, on a simple chart such as 
Figure 8, shown in this article. Firms have found it 
of value to have such a chart in the sales office, pro- 
duction office, general manager's office and any other 
point where graphic or check-up records are desired 
and, bankers no doubt would do the same. 


























After such charts are properly started, it is a matter 
of very little time and trouble to continue the curve 
each week or month, as totals are produced in the 
regular records of any concern. 

By a careful comparison of figures, graphs or charts, 
the results of the business at any stated period can 
be examined, not only as to results, but also as to the 
past performances and—more valuable still—as to 
what they ought to have been, as estimated in the 
budgets. 

Anyone can thus see clearly and regularly whether 
his business, trade or profession or home affairs are 
“going or coming, whether they are away from nor- 
mal or whether they are as expected; and he may 
without hesitation or question understandingly proceed 
to put his house in order. 

The banker will no doubt take a keen interest and 
examine with an open mind all the “pros” equally 
with the “cons,” detaching himself from any pre- 
conceived idea in making so important a decision as 
‘to budget or not to budget.”’ Let us, then, first pro- 
ceed to examine the usual objections to putting the 
budget system into use in one’s own business or 
departments. 

The first objection to the budget system or, in fact, 
to any system is:— This might apply to some other 
business or department, but not to mine.” It seems 
typical of the human mind to consider one’s business 
as different from the “other fellow's” and it will prob- 
ably always continue to be so. It is only the man 
who is thoroughly progressive or possesses a mind 
with a vision, that can see through any reformation 
and judge rightly whether or not it will be to his 
advantage to effect such a change in his business. 

“How can we possibly estimate what the sales or 
gross business will be for the coming year, without 
knowing in advance what will be the conditions of 
supply and demand?” This is one of the chief ques- 
tions brought up on the budget system and it is 
probably true that there is no such thing as a 100% 
guess, but most successful business men or bankers 
come very reasonably near to it, and those who do 
not (by statistics, budgets or “rule of thumb’) will 
find their business road an uneven and difficult one 
to travel. 

Without doubt, the more refined records of today 
lend themselves to the production of the more perfect 
“estimate, of which the budget is the ultimate; and 
if a firm has no record or statistics of its past per- 
formances, it is certainly apparent that a record 
should be started without further delay. Even with- 
out complete figures on past performances, the law 
of averages, backed by sound judgment, is a most 
remarkably correct guide in forecasting the future, and 
a careful investigation of operations of similar com- 
panies is very illuminating. 








Saves Hiring 
More Clerks 


MINNESOTA BANK 
avoids hiring an additional 
clerk by using an Addressograph 
in speeding up statements and 
general name-writing work. 
They tried the hand operated 
Addressograph a few days, then 
bought because of its great saving. 
Thousands of banks use the Adresso- 
graph on such work as listed in the 
coupon below. All have transferred 
clerks from slow, tedious work to more 
essential bank work. Clerks are scarce. 
So why not increase the capacity of 
your present clerks with this inexpen- 
sive machine. 
Perhaps a trial will show you how you 
can effect a saving similar to scores of 
banks in your vicinity. A representa- 
tive will gladly carry a $60.00 Hand 
Addressograph to your desk and 
demonstrate it. Just mail coupon 


below. 
Alddressogfaph 
Prompt Service furnished at these cities— 


TFRACE MARK 
or you can make address plates in your 


PRINTS FROM TYPE 
own office if preferred 





Motor operated 
Addressographs as well as 
hand operated 





Albany, Allentown, Atlanta, Baltimore, Birmingham, Boston, Buffalo, Butte, 
Cincinnati, Cleveland, Dallas, Dayton, Denver, Des Moines, Detroit, Duluth, 
El Paso, Grand Rapids, Hartford, Indianapolis, Kansas City, Los Angeles, 
Milwaukee, Minneapolis, Montreal, Newark, New Orleans, New York, Omaha, 
Oklahoma City, Ottawa, Ont., Peoria, Philadelphia, Pittsburgh, Sacramento, St. 
Louis, Salt Lake City, San Antonio, San Franciso, Seattle, Shreveport, Spokane, 
Syracuse, Toledo, Toronto, Washington, Wichita, Williamsport, Winnipeg, Man. 


ADDRESSOGRAPH COMPANY (908) 
CHICAGO 


(Mail to nearest office—or phone for representative if list above names your city) 


Without cost or obligation, send facts about Trial Offer 
We use forms checked 


O Statements Ws oe a CS eee 
O Letters 

O Interest Slips Individual Oe ee ee 
O Daily Advices 

0 Trial Balance Sheets Address 


0 Stockholders’ Lists 


O Dividend Notice Sheets Size of List....._.________-__---_--- 
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of reconstruction at the 
close of the War; then the situ- 
ation will furnish the supreme 








TESS 


test of wisdom and experience. 


THE FOREIGN TRADE 
DEPARTMENT of this bank is 
giving unusual consideration to 
and making comprehensive plans 
for the expected developments. 


SHAWMUT SERVICE is a rec- 
ognized factor of primary impor- 
tance in the banking world. This 
Service is at the disposal of cor- 
respondents to facilitate transac- 
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in the country. Direct connec- 
tion with England, Continental 
Europe, the Far East, Australia, 
South Africa and South America. 
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With a fair understanding of one’s business and 
a consideration for the signs of the times and the 
future, if an approximate estimate of the volume of 
business to be done for the budgeted period cannot 
be made, it appears the part of wisdom to examine 
the reasons carefully since such a condition may be 
a very unsound basis upon which to do business. 

A question is often raised as to how budgeting can 
be done if there is a wish to increase or decrease the 
sales from present figures. If there is set an arbitrary 
or level increase or decrease in gross business, it 
should check up with all factors necessary to produce, 
market and administer this amount, as well as the 
finances for its handling. If you have your unit cost 
for production, it is not difficult to get the amount of 
business or cost in dollars for any given amount of 
business. 

The objection that unforeseen fluctuations are 
bound to occur is no doubt true and is covered as far 
as possible by a reasonable margin in all figures in the 
budget. Should this margin prove insufficient, it 
merely points the way to the need of an immediate 
conference to re-adjust or recast the estimates and 
plans on which the business is being run, which is 
equally necessary where no budgets or plans are made, 
and it has become apparent that something is wrong. 

The objection to ‘records’ of all kinds in business is 
the oldest and the least defensible, and when an official 
fears that the budget will introduce “red tape,’ which 
will hamper his initiative or department, his reasons 
are one to look into. It will often be found that he 
has failed to take account of the effect of his individ- 
ual actions on the other co-ordinate departments, 
as a very potent cause of failure in a successful 
business is the lack of planning of each department to 
equal (not to exceed) the other department. For 
instance, if gross business outstrips production, or 
vice versa, trouble is bound to ensue, and should the 
administrative department be out of line with other 
departments, the business machine does not produce 
at its best. One of the most dangerous conditions in 
a company is the lack of team-work between the vari- 
ous divisions and individuals. This discrepancy, as 
well as possible causes of friction and failure, the 
budget very appreciably helps to overcome and 
especially is its usefulness and efficiency in these mat- 
ters increased with continued use. 

Getting a ‘line of credit” at a bank on a firm's 
Statement is a method of -planning to have certain 
funds on call at the time of need, as is the main- 
tenance of a cash surplus or balance in banks. 

When a financial man becomes thoroughly familiar 
with his company’s needs through experience or a 
study of records, or both, he becomes expert in 
gauging what accommodations it will need, not only 


Me aE 


eA tt tt 


for the whole year's business, but for the seasonable 
needs as well. In fact, he more or less unconsciously 
estimates a mental or roughly figured budget to cover 
coming needs. The same thing happens when the 
factory man or buyer estimates the materials or 
labor he will need, or the marketing department blocks 
out the advertising and selling campaign and medium. 
The head of the administrative department also esti- 
mates what office space, help and executives he 
expects to need for the season ahead. 

The problem seems to be, then, not so much by 
what name a system is called, whether “experience,” 
“tentative estimates, or “budgets, but rather upon 
the simplicity with which the system performs its 
functions. 

Unless the budget system can prove itself superior 
in results to any other system, it will fail and be 
superseded by another. If the old “rule of thumb” 
or a disjointed estimate of needs, is not the most pro- 
ductive of results, it is bound to give way through the 
inexorable law of “the survival of the fittest.” 
Whether it is difficult or not for the business world 
to see why a Federal Reserve is better than a National 
Banking system, as was a national bank note better 
than an unclassified wildcat note, still the fittest will 
survive. It is safe to say that all business desires, and 
will eventually adopt, the most simple, practical plan 
and procedure. 

When the treasury department of a business 
becomes familiar with the smallest needs of the pro- 
ductive or sales division, through a complete discus- 
sion of the aims and needs of each department, as 
fully set forth in the budget, and thrashed out in the 
general budget conference, where all heads meet and 
must finally agree on the budget and division of each 
dollar of gross business into the pennies for each 
branch of the whole body then will come the co-ordi- 
nation of all in its highest degree. This will be based 
upon the solid foundation of understanding and agree- 
ment. Then will rule the true democracy of business, 
in which all members will be equal and willingly 
fighting, side by side, for the success of the whole, as 
exemplified by the joining of all divisional budgets 
into the master budgets of the whole business, in the 
creation of which all have had equal share. 

Although a brief article, or series of articles, such 
as these, must necessarily be superficial and incom- 
plete, only touching on the high lights of the subject 
and plans of putting the same into effect, yet it is 
hoped that even this inadequate coverage of the 
subject of budgets will tend to lead the bankers, as 
well as other business men, to give serious thought 
to the underlying principles of budgeting and the 
unquestionable benefits from their application wher- 
ever they can be properly and practically applied to 
banking and business operations. 
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HE marked difference between 

Typocount and other ledger papers 
is based on its perfect suitability for 
machine bookkeeping. TyYPOocounrT is 
made and sold for this one specific purpose, 
and is planned to meet every peculiar require- 
ment of the method. Ordinary ledger papers, 
which may be entirely satisfactory under 


regular conditions, have proved inadequate for 
machine work. 


Typocount Linen 
Ledger Paper 


is remarkably tough in fiber and has a firm, 
stiff texture that outlasts the hardest service. 
Constant handling in and out of the machine, 
vertical filing, frequent reference — such use leaves 
every sheet as crisp, neat and as ready for use as if it 
were new. The surface of TypocounrT is finished to 
insure clean-cut typewriting; it never “rubs up” or 


looses its smooth firmness. The color is a restful, 
practical buff tint. 


MODERATELY PRICED 
Permit us to send you generous 


test sheets for trial in your 
own Accounting Department 


Byron Weston Company 


Dalton, Massachusetts 
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Elements of Convenience in 
“A.3.A.” Cheques 
FOURTH: 


Available any day, any hour. 


“A.B.A.”’ Cheques can be used in payment 
of hotel and other expenses of the traveler at 
practically any hour of any day. That is, the 
holder does not have to wait for banking 
hours to get cash in exchange for his “A.B.A.” 
Cheques, as he would if he carried a letter of 
credit or drafts. “A.B.A.” Cheques are ac- 
cepted as though they were actual money, 
the acceptor depositing them later at his bank. 


BANKERS TRUST COMPANY 
NEW YORK CITY 
Member Federal Reserve System 


Agent for issuance of 
AMERICAN BANKERS ASSOCIATION TRAVELERS’ CHEQUES 








Made from Downey’s famous ‘‘Steel- 
66 t ] St 9? Strong’’ kraft paper, they do not break 
ee - rong or tear readily from rough handling. 
s TWO NEWLY IMPROVED STYLES 
Coin Wrappers 


rk ear ga —one wrapper for any coin. 
and Bill Straps 


.8.8.—for wrapping the small packages. 
If your stationer doesn’t carry a stock, 
SOLD BY STATIONERS 


write for our illustrated booklet, sam- 
ples and address of nearest dealer who does, 


C. L. DOWNEY CO., 121 E. 8th, CINCINNATI 0. 














Uncle Sam’s War on the Profiteer 


(Continued from page 6) 


profiteering, etc..—is apportioned among three 
branches of the government. The Food Adminis- 
tration deals with foodstuffs, in the broad interpreta- 
tion of the word. The Fuel Administration deals with 
coal, coke, kerosene, etc. The Department of 
Agriculture exercises authority over farm equipment, 
fertilizer, etc. Federal licensing, it must be empha- 
sized in conclusion, is by no means equivalent to 
price fixing as some persons have supposed. It 
provides a curb against extortionate prices but it 
involves no hard and fast rules as to either maximum 
or minimum prices, allowances or discounts. 
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That Reminds Me—Courtesy First 


N COURTESY there is strength—and business. 

First and last, let there be courtesy. 

Thus might be expressed an unfailing and profitable 
policy of the Sterling Bank of Canada of Toronto, 
which issues a ‘courtesy card’ every month to each 
of its branches accompanied by a letter from the 
general manager impressing upon employees the 
importance of courteous treatment of patrons at all 
times. 

The cards are artistically done in colors and are 
fashioned for hanging on the walls of the bank. 

‘From day to day you will find the cheerful smiles 
and kindly words you sow bearing fruit an hundred- 
fold,’ says the card for July. 

Following are other similar messages of the bank: 

“Courtesy is human sunshine. Sunshine itself can 
be no more welcome.’ 

“Cherish that which is chiefest and most powerful 
in the world of business—that costs nothing yet 
governs in every transaction—the spirit of cheerful 
courtesy.” 

Each of the general manager's monthly letters deals 
with the card for the current month. For March, for 
example, he said: 

“The Sterling Bank has achieved a valuable 
reputation in the business world for courtesy and 
service. 

“You as an officer of the bank share in the respon- 
sibility for this reputation, and in the rewards from it.” 


Safe on Second 


(Continued from page 8) 


bank into voluntary liquidation. Can you think ofa 
good ‘receiver’ at $5,000 per year?” 

John's dreamnever faltered,never turned unpleasant; 
hence the directors remained silent. John cautioned 
them: “Remember, boys, it will need a young man. 
Think of other banks that have been ‘received into the 
hands of a goner.’ Listen, boys! Are you listening? 
I'll take the job off your hands and ring down a final 
dividend in seven years. What do you say?” 

The door rattled violently. John came out of his 
dream with a jerk. “Someone's pounding the door 
after hours again,” he mumbled with returning con- 
sciousness. He peered through acrack between 
curtain and door; it was the the director John liked 
best of all. 

He opened the door. 

“Say, son, I got ‘um together again and we're 
going to give you that raise.”’ 

“Honest?” gasped John. 

“Gospel truth.”’ 

““Get ‘um together at the drug store; I'm going 
to blow ‘um to a round of sarsaparillas,”’ yelled John. 
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Income Tax Service 


Is an All-Year Duty of the Banker to His Customers 











| without undue expense and a heavy 
| strain on the machinery of your bank @ 


HE INCOME TAX is not 
a seasonal affair. It does 
not mean a short period of 
bookkeeping activity, the filing of 
a report, and then a relapse into 


hit-or-miss accounting for the 
remainder of the year. 


| Are you prepared to give this service 





The new income tax laws, affecting 
thousands of individuals for the 
first time, demand sound book- 


siged [es FH keeping methods twelve months in 
the year. The government calls 
for complete and exact information, compiled in systematic and understandable 


form. Slipshop bookkeeping, condemned by war legislation, must never return 
to American business. 


Advice and education in this matter is a function of the banker, who is looked up to by the 
farmer and merchant alike as an authority on financial subjects. All matters pertaining to Income 
Tax Laws should receive careful consideration by bankers. They must be ready to serve their 
customers intelligently in the preparation of Income Tax schedules on a sound basis. 


We are prepared to extend a service to your Now is the time for bankers to get back of 
depositors through you that will not only this big, broad idea. As you well know, in 
enable them to meet all government require- order to file and be prepared to prove an 
ments on Income Tax problems, but will Income Tax Statement, it has become nec- 
automatically create better business meth- essary that every individual keep an adequate 
ods, and make them better depositors and __ record of his business transactions. Grasp 
better credit risks. this opportunity to encourage efficiency. 


; for business men, farmers and individuals, together 
Simp lex Income Sy stems with our Free Advisory and Consultation Service, 
enable you to meet all these conditions without worry or expense. 





Let us co-operate with you in solving this problem. An inquiry from you will bring full details. 


RITTER & HORNEY, Inc. 


TENTH FLOOR, PEOPLES LIFE BUILDING CHICAGO, ILLINOIS 
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N TWO months, late in 
1917 and early in 1918, the 
Logan Trust Company, of 
Philadelphia, absorbed two other 
banks—the Robert Morris Trust 
Co. and the Fairmount Savings 
Trust Co. 

Philadelphia newspapers and 
financial publications outside the 
city announced the purchase of 
the two institutions as an event 





in the world of finance. The 
histories of the two absorbed 


trust companies and of the 
Logan Trust, organized in 1906 
and named for James Logan, the 
first secretary of the Common- 
wealth of Pennsylvania, were 
recounted in detail, along with 
statistics that showed the strength 
of the combined institutions. 

But the “inside’”’ story of the consolidation 

has never been published. 

When the Robert Morris Trust Company was 
| absorbed, 4,000 new accounts were placed on 
| the books of the Logan Trust. Absorption of 
| the Fairmount Savings Trust Company added 

8,000 more, making a total of 12,000 new accounts 

within two months. In effect, this amounted to 
| doubling the business of the Logan Trust Com- 
pany. 

Doubling the business of the bank amounted 
to nearly doubling the volume of clerical work 
that must be done. And doubling the volume 
of work of a bookkeeping department often 
means doubling the size of the department. 

But the Logan Trust Company’s bookkeeping 
department was not doubled after the absorp- 
tion of the two banks. Nor was the department 
increased by one-half. The fact is that not a 
single clerk or bookkeeper was added to the 
staff. The eight ledger posters and the eight 

statement clerks simply absorbed the additional 
| work into their daily routine and went on post- 
| ing their ledgers and statements, getting their 
daily balances on all accounts and completing 
| their day’s work at 4:30 every afternoon. The 
only difference was that before the consolidation 
there had been 9,000 accounts, and after it there 
were 21,000. 

How this was accomplished constitutes the 
“inside” story of the absorption of the Robert 
Morris and Fairmount Savings Trust Companies 


Willie 




















The Bank that ‘Doubled | Itself 
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by the Logan Trust. It’s a story 
of modern methods and modern 
equipment that enabled this 
Philadelphia bank to meet the 
extraordinary situation that con- 
fronted it. 

In October, 1917, the Logan 
Trust Company installed eight 
Burroughs Ledger Posting and 
Statement Machines and began 
posting its accounts and state- 
ments mechanically.. To 
systematize the work, ledger 
posting was assigned to one 
group of eight young women and 
the posting of statements to 
another group of the same num- 
ber, the two groups using the 
machines alternately. 

Two months after the Bur- 
roughs Machines had been in- 
stalled—on Dec. 12, to be exact—the Robert 
Morris Trust Company was absorbed, and 
with it there came in 4,000 new and unfamiliar 
accounts. On January 26 statements were 
sent to erstwhile Morris depositors. Two days 
later —January 28—the Fairmount Savings 
Trust Company was taken over, with its 8,000 
additional new and unfamiliar accounts. And 
on March 26 statements went out to the former 
Fairmount depositors. There could be no 
better evidence than this of how smoothly and 
how efficiently the bookkeeping ‘‘merger’’ was 
accomplished. 

Such an achievement would have been next 
to impossible by the pen-and-ink method of 
bookkeeping. Certainly it could not have been 
effected without a substantial increase in the 
working force. The Logan Trust estimates that 
to have handled the increased volume of work 
by the hand-and-brain method would have re- 
quired a clerical force twice as large as the 
present staff of eight ledger posters and eight 
statement clerks. But this same force is still 
posting the ledgers and statements of the Logan 
Trust Company. 

Commercial accounts are carried in a loose-leaf 
ledger, consisting of eight sections, one of which 
is assigned to each of the Burroughs Posting 
Machines. Ledgers and statements in each 
section can thus be posted and checked as a unit. 

A schedule has been arranged by which the 
“battery”? of ledger posting machines can be 











ADVERTISING SECTION 


30 


a 








/ wreitin 


Clearing House 




































































' STATEMENT : 
LOGAN TRUST COMPANY aaron 
. OF PHILADELPHIA ' 
{ in account with ’ 
1 ' 
| PLEASE EXAMINE AT ONCE. If NO ERROR 1S REPORTED WITHIN TEN DAYS THE ACCOUNT WILL BE CONSIDERED CORRECT : 
OLD BALANCE || DATE LISTED IN THE ORDER OF PAYMENT. READ ACROSS Save DEPosiTS BATE WEW BALANCE pon besmscined 
Hl euance fonwne MAYS 9,612.33! | 
9,612.33 |'|vun 2 2065 - JUN 2 1,042.40 ' wn 2 1063408 # | 
10,634.08 ]\|u 3 1667 - 3684 - 75.00 - ‘ | | | 
Hiv 3 187.50 - 43.75 - 62.50 - ' > ie 
i|vUN 3 62.50 - 45.83 - 83.33 - yun 3 1002016 % || | 
10,02016 |!|wn 4 1,046.231S8T YW 4 _ 8973.93 % Lt || 
8973.93 |\|vuN 5 4167 - 2083 - 1,218.75tsi on 5 4,046.72 ||} 6 11,741.40 # | 
11,741.40 |iluw 6 52.08 - 79.17 - $437 - || | 
JUN 6 52.08 « 100.00 = 42- 
, JUN 6 1,692.5 8187 uw 6 9,675.90 % || | 
9,675.90|!|uN 7 58.33 = 5833 - 50.00 - : | | 
1} JUN 7 33.33- 11250 - 5833 - | | 
UN 7 1667 - 50.00 - 75.00 - M1 
a * 8333 - j}un 7 9,080.08 # 1} } | 
9,080.08 ]\|ywW 6s 83.33 - 70.83 - 37.50 - LT} | 
wm 8 8333 - 45.83 - 85.00 - 1 | | 
gun 6 75.00 - 50.00 - 222% - | | 
i} JUN 8 6458 - 50.00 = . = 
AN 8 6250- 5000- JUN 8 96531 ' JUN 8 9,228.32 # | 
Card No Account No. 
Ls ss __Name a 
a Address 
LOGAN TRUST COMPANY OF F PHILADELPHIA 
OLO BALANCE DATE CHECKS DATE | OEPosiTs DATE NEW BALANCE 
BALANCE FORWARD MAY 2 6 5,5 517 36 
551736 MAY 2 7 4980 - MAY 2 7 5.46756 
5,467.56 MAY 2 & 166.66 - 200.00= 1,000.00 - 
MAY 2 6 7500 - MAY 2 8 378.00 MAY 2 8 4403908 
4,403.90 VAY 2 9 2292 - 4583 - 100.00 - 
MAY 29 40.00 - 445.84- MAY 2 9 5,953.78 MAY 2 9 9,703.09 # 
9,703.09 MAY S 2 18.75 - 7201 - MAY 3 4 4538536 
961233 YUN 4 20.65 = JUN 4 1,042.40 | w «2 10,634.08 
10,634.08 JUN 3 16.67 - 36.84 - 75.00 - 
YN 3 18750- 43.75 - 62.50 - 
JN 3 62.50 - 45.83- 83.33 - vn s 100201648 
10,020.16 YN 4 1,046.2 3LST wn 4 8973.93 % 
8,973.93 YUN 5 41.67 - 2083 = 1,218.75-st}uN 5 4,048.72 |] ww 5 11,741.40 % 
11,741.40 JUN 6 52.08 - 7917 5417 - 
JUN 6 52.08 - 100.00 = 35.42 - 
1,692.58 - UN 6 9,675.90 
9,675.90 JUN 7 58.33 - 5833 - 50.00 - 
UN 7 33.33 - 112.50 - 5833 - 
UN 9 16.67 - 50.00 = 75.00 - 
| ww 7 83.33 < JUN 7 9,080.08 # 
9,080.08 JUN 8 83.33 - 70.83 - 37.50 - y 
| JUN & 83.33 —- 45.83 - 85.00 - 
JUN 8 75.00- 50.00 - 30.00 - 
| JUN 8 6458 - 50.00 = 2917 - 
| YUN 68 62.50 - 50.00 = YUN 8 965.31 || wn 6 922832 % 














The statement and ledger forms used by the Logan Trust 
Company of Philadelphia are identical in arrangement. In 
posting to either, the Burroughs Bookkeeping Machine is 
virtually automatic. It prints and automatically subtracts 
checks, prints and adds deposits, and ‘“‘figures’’ and prints 





the new balances, all in the proper columns. The movement 
of the machine carriage from column to column, the printing 
of dates and of ciphers, and the punctuation of amounts are 
all automatic operations. Every ledger sheet and statement 
is uniformly legible. 
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kept in operation continuously. For instance, 
while the ledger posting clerk is adding packages 
of checks and checking endorsements, the state- 
ment clerk is posting checks and deposits to 
statements. And while the statement clerk is 
adding packages of checks and checking endorse- 
ments from the next clearing house, the ledger 
poster is post- 
ing the first 
clearing house 
to the ledger. a 
By way of 
proof, the ledg- r 
er posters and 22 2 
statement 
clerks ‘call 
back” their 
balances after 
each “run.” As 
additional 
proof, the last 
balances are 
“run off” at 
the end of the 
month and 
Burroughs- 
totaled. Their 
total must 
agree with the 
general ledger. 
Time-saving speed and unfailing accuracy— 
these two characteristics of Burroughs mechani- 
cal bookkeeping and statement posting have 
enabled the Logan Trust to absorb two banks, 
besides meeting a natural growth in business, 
without increasing its clerical force. In its post- 
ing work the Burroughs Machine is virtually 
all-automatic; and its computations, mechani- 
cally made, cannot be otherwise than accurate. 
In posting to a ledger account or a statement 
—the two forms as used by the Logan Trust are 
identical in arrangement—the machine prints 
and automatically sub- 
tracts the amount of 
checks, prints and adds 
deposits, and “figures”’ 


ances, all in the proper 
columns. The move- 
ment of the machine 
‘arriage from column 
to column, the printing 
of dates and of ciphers 
and the punctuation of 
amounts are all auto- 
matic operations. 
There is nothing for the 
Operator to do but in- 
sert the ledger or 





Absolute accuracy is enforced by the “‘call-back.”’ Here are shown the 
statement clerks and ledger posters ‘“‘calling back’’ balances after a “run’’ 
proving that all items have been posted to the right accounts 


and prints the new bal- “al ema) 


" e/ 





statement sheet in the machine carriage, depress 
the amount keys for checks or deposits, and 
touch the operating bar. 

Every ledger sheet and statement is uniformly 
legible. With every account in perpetual bal- 
ance, the figuring of interest—which is done on 
Burroughs Machines—is greatly facilitated. The 

trial balance 

] has become a 

mere routine of 

“running off’ 

amounts and 

obtaining to- 
: talsthat always 
check. The 
month-end 
balancing of 














: pass books has 


been abolished 
because it is 
now unneces- 
sary. The pass 
books, which 
never leave the 
possession of 
the depositors, 
are merely 
receipts for 
deposits. 

Statements 
are sent between the 25th and 27th of the month 
to depositors who request the service. But on 
any account—thanks to the daily balance—a 
statement can be sent at any time. 

In the Logan Trust Company’s bookkeeping 
department 6,400 postings, on an average, are 
being made daily with the eight Burroughs 
Machines. Your bank may be larger or smaller 
than the Logan Trust and your daily postings 
may be greater or smaller in number. But your 
bookkeeping requirements are the same as those 
which Burroughs Machines are fulfilling so effi- 
ciently in the service 
of this Philadelphia 
bank. Arepresentative 
from the nearest of the 
5 201 offices maintained 
) by the Burroughs 
Adding Machine Com- 
pany in the United 
States and Canada will 
be pleased to study 
your accounting prob- 
lems and show you 
how they can be solved 
by the application of 
Burroughs mechanical 
bookkeeping methods 
in your bank. 
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Greatest speed 
with least effort— 


The Library Bureau card ledger lifts every accounting department 
to new heights of speed and accuracy in machine posting. 


It does this first of all because it is fundamentally correct in principle 
and in method. 


The cards are easy-to-handle because they have the proper stiffness 


for quick reference. They don’t slump or stick or get-out-of-alignment 
or fight the fingers like flimsy sheets. 


Every account is instantly findable. Hours of posting time are saved daily. Clerks 
do more work and do it better because all petty errors and aggravations are eliminated. 
100% efficiency is made easy. The war-time labor shortage becomes less oppressive 
—less threatening. 

Visit any one of our salesrooms and let us show you the advantages of the L. B. Card 


ledger for machine posting, and a record of what it has done in banks and commercial 
houses the country over. 


Write for sample cards and literature 


Card and filing 





Filing cabinets 





systems Founded 187% wood and steel 
Boston New York Philadelphia Chicago 

43 Federal street 316 Broadway 910 Chestnut street 6 N. Michigan ave. 
Albany, 51 State street Denver, 450-456 Gas and Electric bldg. New og - Camp street Toledo, 620 Spitzer bldg. 
Atlanta, 124-126 Hurt bldg. Des Moines, 619 Hubbell bidg. Newark, N. J.,3 Clinton street Washington, 743 15th street, N. W. 
Baltimore, 14 Light street Detroit, 400 Majestic bldg. Pittsburgh, <a7.439 Oliver bidg. Worcester, 716 State Mutual bidg. 
Birmingham, 2023 Jefferson County Fall River, 29 Bedford street Providence, 79 YMatual bldg. street Distributors 

n dg. Hartford, 78 Pearl street Richmond, ‘i219 Mutual bid San Francisco, F. W. Wentworth & 
Bridgeport, 311CitySavingsBankbldg. Houston, 708 Main street St. Louis, 223 Boatmen’s Bank bidg. Co., 539 Market street 
Buffalo, 508 Marine Nat. Bank bidg. Indianapolis, 212 Merchants Bank bidg. St: Paul, 116 Endicott arcade Los Ang oe McKee & Hughes, 
Cleveland, 243 Superior arcade Kansas City, 215 Ozark bidg. Scranton, gh Connell bidg. ‘aci ific Electric bidg. 
Columbus, 517 Columbus Savings and Milwaukee, 620 Caswell bloc Springfield, Mass., bide bidg. er Bros. ,503-504 Insurance 





k Dallas, 
bidg. ae 428 Second avenue, South a 405 Dillaye b bldg. 





No. 145 of a series 











TO WIN 


x a 


HOW 





The way to win the war is for every one 
of us to WORK a little harder at our present 
jobs. This applies to all of us, whether rich 


or poor, men or women. 








® * * * 


Every idle hour helps the Kaiser in his 
damnable attempt to enslave the world. Wher- 
ever we are, or whatever we are doing, let us 
do our work a little better. 


* * & * 











Even if we are not on war work, or helping 
the Government directly, we can help release 
others for such work by speeding up on our 
own jobs. 


Pas U. S. DEPARTMENT OF LABOR 
= deoretary of Lote, 



































WHAT CLASSES A BUSINESS 
AS A WAR-TIME ESSENTIAL ? 


hb Government poster is interpreted as a vital 
definition. 

Early victory hinges upon labor. Ifa business’ pro- 
ducts materially increase the productive powers of labor 
or so speed up work that others are released for new 
employment, then such products multiply the labor 
supply. 


Many an inexperienced girl has released two men for 
war through Baker-Vawter aid. 


Many former wastes of money, men and materials 


are ended due to analytical records introduced by Baker- 
Vawter Company. 


Correct tax returns are rendered the Government 
through simple yet efficient accounting methods designed 
by Baker-Vawter Company. 

‘THE keeping of records is a necessity. A large per- + & -* 


e + ° 





centage of the clerical labor supply must continue 
thus employed. 


Efficient system and labor-saving equipment will ob- 
serve the Department of Labor’s requests. Hundreds 
of thousands can do their work not only “a little better” 
but a great deal better and “help release others.” 


+ . 4 


AKER-VAWTER COMPANY for thirty years has 
been developing to render America, in her most 
vital shortage, the mature experience and time-saving 
equipment so essential for keeping ‘records without 
waste of effort. 
Banks, whose clerks are exempt from the “Work or 
Fight” edict, use 34% of the Baker-Vawter output. 
Firms in Class AA, Class A, Class B and Class C 
use a large percentage. 


Record-keeping routine is being disorganized by the 
calls for men, yet countless concerns “carry on” effi- 
ciently because of Baker-Vawter experience and equip- 
ment, 


AKER-VAWTER COMPANY is America’s great 

national clearing house for efficient record-keeping 

methods. The interchange of better ways is no longer 
locally confined. 

Baker-Vawter Company designs and produces record- 
keeping equipment on a big scale—at known costs—and 
therefore with the least waste that years of specialization 
can devise. 

¢ @ @ 

Thus upon the U. S. Department of Labor poster, 
Baker-Vawter Company is a war-time essential, and 
therefore of value to you. 


BHAKER-VAWTER COMPANY 


Originators and Manufacturers 


LOOSE LEAF AND STEEL FILING EQUIPMENT 


Factories: Holyoke, Mass. | Benton Harbor, Mich. San Francisco, Cal. 
Sales Offices in 47 Cities. Consult Phone Book. 
Salesmen and Saleswomen Everywhere. -1118 
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